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Circle of Security on the Trail to Independence 


Those who sought financial independence in 1849's great 
Gold Rush found the trail a nightmare of uncertainty, acci- 
dents, sickness and Indian raids. The wagon train, made up of 
families banded together for mutual protection, formed about 
the only kind of security available to the pioneer in those days. 


Your Road to Security... 
a Penn Mutual Independence Plan 


The right to provide for our own future in our own way is a heritage Americans 
always have cherished. 


Today, as in 1847 when The Penn Mutual was founded, financial security 
depends on planning to meet the uncertainties of tomorrow. Over 600,000 
families, many of them Californians descended from the ’49ers, look to The 
Penn Mutual to remove uncertainties, to help assure financial independence. 


A Penn Mutual Independence Plan can be tailored to your needs .. . present 
and future. For example, while providing for your own retirement later on, it 
can make certain also that funds for mortgage payments . .. or for a college 
education ... are available when needed. 


A Penn Mutual underwriter can help you plan wisely, offering you both expert 

7 | knowledge and friendly understanding. He represents a Company with experi- 

= a re [ i aa ence of more than a century and assets of well over a billion dollars. Call him 
today ... his services are yours without obligation. 





THE PENN MUTUAL LIFE INSURANCE COMPANY » INDEPENDENCE SQUARE, PHILADELPHIA 


Penn Mutual Advancement Opportunities Go to Penn Mutual Men 
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“CORNERSTONE” SPECIAL 
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A program built around our new PREFERRED WHOLE 
LIFE contract will mean more money for you, and more 
savings for your client. 








20 YEAR SUMMARY $7,500 POLICY 

















FEATURES Assuming Dividends Taken in Cash 
* Ages 0-80 Age Rania hit Veer Average Annual 
+” Low Net Outlay cee at Issue Premium Dividendt Gum Se tet 
% Substandard, Too 25 | $126.83 | $15.98 $101.18 
* $7,500 Minimum 35 173.25 24.23 136.35 
% Regular Commission “es 246.98 32.33 198.45 








tThis is not a guarantee, estimate or promise of dividends or results. 
It is an illustration based on dividends approved for distribution in 1955. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 

BALTIMORE * CHICAGO * CINCINNATI © CLEVELAND ¢* DETROIT * HARTFORD 

HONOLULU * LANSING * LOS ANGELES * NEWARK © PHILADELPHIA °* PITTSBURGH 
PORTLAND * SAGINAW * SAN FRANCISCO © SEATTLE * SPOKANE 


Also licensed in Dist. of Columbia, Arizona, Delaware, Idaho, Minnesota and Virginia 
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Ou CAN GROW WITH ANICo, 












Life life insurance in force exceeds 
con | $220,000,000.00 
Group $ 7 | ° 

Franchise 

Hospitalization 
Brokerage PLUS: One of the most advanced agents 
Reinsurance training programs in the nation .. . 
Supervised offices . . . Trained Group 

La 


men to assist agents . . . An alert 
Underwriting and home office staff .. . 
Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President Home Office, Dallas 
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A WELL-BALANCED COMPANY 


New Pension Trust Policy 
Offers Unusual Flexibility 


In this new policy you may have insurance protection 
and retirement income in any desired proportion. Each 
benefit stands separately although in the same policy. 


A “‘stop-and-go”’ feature makes this policy 
of particular interest to the buyer. 


The plan is provided at a very low cost. Cash value 
is 90% of reserve the first year; 95% the second; 
and 100% the third. Annual dividends. 


‘*Redistribution’’ commission scale. 


The 
FIDELITY MUTUAL 


LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 
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Adams Draws Vivid 
Picture of Federal 


Regulation’s Evils 


$100 Billion in Assets Would 
Be Tempting Target for 
Planned-Economy Promoters 


COLUMBUS, O.—Insurance men 
should view with plenty of alarm the 
current efforts to 
bring the federal 
government into 
the insurance reg- 
ulation picture, 
according to Clar- 
is Adams, execu- 
tive vice-president 
and general coun- 
sel of American 
Life Convention. 

Addressing the 
General Agents 
and Managers 
Conference of Na- 
tional Assn. of Life Underwriters at 
the mid-year meeting here, Mr. Adams 
explained that those who are most 
aware of state supervision’s failings 
realize that federal supervision will 
have all of them, plus some very bad 
additional drawbacks that are not 
characteristic of state regulation. 

His talk was an eye-opener for any 
who might be inclined to feel federal 
regulation is inevitable and might 
not be so bad, anyway. 

“There is no infirmity inherent in 
state supervision which would not be 
implicit in federal regulation,” he de- 
clared. “There is no greater fallacy 
than the assumption that the transfer 
of power to Washington produces per- 
fection. Washington is not necessarily 
the seat of superior wisdom or the 
home of higher efficiency, but it is 
incomparably the abode of partisan 
politics. 

“Whatever the faults of state super- 
vision they have not been political. 
That fact is one of its great virtues. 
Few things of similar nature are more 
important to more people than that 
life insurance, the great repository of 
the hard-earned savings of the average 
citizen, should not become the football 
of partisan politics.” 

Mr. Adams expressed concern lest 
federal supervision bring pressure to 
use the nearly $100 billion in life 
company funds for federal “planned 
economy” projects. 

“Centralized control over the man- 
agement responsible for the invest- 
ment of this vast sum would, in my 
opinion, constitute too great a tempta- 
tion to the architects of a managed 
‘conomy under the kind of administra- 
tion dedicated to a controlled social 
and economic structure,” he said. 
‘Under unfettered private management 
tesources flow naturally along lines 
of investment opportunity into the 
‘ttongest and most profitable securi- 
ies available in the interests of poli- 
tyholders. 

“Under regulation by a single all- 

(CONTINUED ON PAGE 14) 





1S Claris Adams 
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FTC Issues Five 
More Complaints 
on A&H Insurers 


WASHINGTON Federal trade 
commission has issued complaints 
against five more A & H insurers for 
alleged use of false and misleading ad- 
vertising. The companies are Fire- 
man’s Fund Indemnity, National Cas- 
ualty, Federal Life & Casualty, Edu- 
cators Mutual of Lancaster, Pa., and 
Beneficial Standard Life of Los 
Angeles. 

This brings to 28 the number of in- 
surers against which FTC has issued 
complaints. The newly issued com- 
plaints are considerably more volu- 
minous than were the earlier ones. 
The number of policies referred to 
ranges up to 21, and eight to 10 al- 
legations are listed in some of them. 

The Joint Committee on Health In- 
surance promptly issued a statement 
pointing out that “as in the case of 
the commission’s earlier complaints, 
those made public today are not a 
definite finding or ruling that the ad- 
vertising in question actually violates 
the provisions of the FTC act.” The 
five new complaints, the joint com- 
mittee points out, arise out of a con- 
tinuing investigation which prompted 
the commission to issue previous com- 
plaints against advertising of other 
companies. The investigation was be- 
gun with the cooperation of the in- 
surance business a year ago. 

The A & H business through the 
joint committee previously has stated 
its desire to have its advertising con- 
form with its highest standards. It also 
has expressed its desire to cooperate 
with FTC and state insurance com- 
missioners toward this end. It is be- 
lieved that all A & H insurers are ad- 
hering to advertising standards and 
practices in conformity with the ad- 
vertising codes prepared by the busi- 
ness several months ago. 

The complaints just issued by FTC 
are based on advertising used by the 
companies before the advertising 
codes were developed by the A & H 
business, the committee stated. 

The charges against the five com- 
panies newly named by FTC include 
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Feb. Life Sales Up 
19% Over Year Ago 


February sales of life insurance 
amounting to $3,314,000,000, up 19%, 
brought the aggregate for the first two 
months of the year to $6,370,000,000, 
19% more than a year ago. The Feb- 
ruary figure, reported by LIAMA, com- 
pared with $5,367,000,000 in February 
of last year. 

Sales of ordinary life in February 
were $2,179,000,000, 17% more than a 
year ago. This was the largest Febru- 
ary total on record for ordinary in- 
surance. Industrial life sold amounted 
to $529 million increase 3%. New 
group life amounted to $606 million 
increase 49%. These represent new 
groups set up and do not include ad- 
ditions under group contracts already 
in force. 

In the first two months of the year, 
total life insurance sales were $1,003,- 
000,000 more than the first two months 
of 1954. Ordinary life sold accounted 
for $4,366,000,000, an increase of 21%. 
Industrial life sales represented $1,032,- 
000,000 of the year’s total, increase of 
10%, while new group life amounted 
to $927 million, up 17% from the first 
two months of 1954. 








misrepresentation in advertising that 
their policies were renewable indef- 
initely, misrepresentation of the ex- 
tent of coverage, overstating the 
amount of surgical fees payable, mis- 
representation of the health status re- 
quired of applicants at the time the 
policy was issued, etc. 

Other FTC developments include the 
denial by FTC Commissioner Gwynne 
of the appeal of Mutual Benefit H.&A., 
represented by James T. Walsh, 
from the ruling of Examiner Lips- 
comb that he would not strike from 
the record a statement made by Ro- 
bert R. Sills, FTC attorney, that the 
company’s business was not adequate- 
ly regulated in every state. 

FTC Examiner Cox suspended last 
Friday until March 31 the hearing on 
Automobile Owners Safety Ins. Co. of 
Kansas City. In that period, Sills will 
read the transcript of the hearing and 
decide whether to stand on it or take 

(CONTINUED ON PAGE 16) 











Late News Bulletins 








Smith Counsel of N. Y. Department 

Superintendent Holz of New York has appointed Henry N. Smith counsel to 
the department to serve in the New York City office. Mr. Smith is a career em- 
ploye. He joined the department in 1931, and has served as a law investigator, 
examiner, senior attorney and associate attorney. Recently he has been chief 


of the legal bureau. 


Penn Mutual Names Two Agency Heads 

Effective April 1, Gardner H. Green, will head Penn Mutual’s Jacksonville 
agency, of which Thomas E. Gray, general agent at Tampa, has been temporar- 
ily in charge. William P. J. Drakeley Jr. will take over the agency at Wilming- 
ton, Del., succeeding William B. Snyder. Mr. Snyder will devote his entire time 
to further expanding the Washington Square agency in Philadelphia, which 


he also heads. 


Mr. Green, a CLU, joined the company in 1936, served at one of its New 
York City agencies and at the home office and since January of 1954 has been 
assistant to the director of new organization. Mr. Drakeley joined Penn Mutual 


in 1951. 


59th Year, No. 12 
March 25, 1955 








NALU Trustees 0K 
$350,000 Outlay 
for New Building 


$310,000 to Be Raised by 
Mortgage or Contributions; 
Cleeton Confident of Goal 


BY ROBERT B. MITCHELL 

COLUMBUS, O—The_ National 
Assn. of Life Underwriters board of 
trustees, at the midyear meeting here 
this week, approv- 
ed the design and 
general plans for 
its new headquar- 
ters building. It is 
designed to carry 
out many of the 
dramatic architec- 
tural qualities 
found in the Lin- 
coln memorial, 
which is nearby. 

The building 
will cover about 
5,000 square feet 
of ground space, 
with a 100-foot front and a 50-foot 
depth. It will be two stories high, 
with a basement that will be used for 
working space and can extend out un- 
der the lawn area to provide more 
space than the building itself covers. 

e oe ° 

The trustees have authorized an ex- 
penditure of up to $350,000, plus ar- 
chitects’ fees, which on that outlay 
would be of the order of $20.000. 
Charles E. Cleeton, Occidental of Cal- 
ifornia, Los Angeles, past president 
of NALU and chairman of the build- 
ing committee, said the amount re- 
maining in the building fund, some 
$185,000, would leave about $310,000 
to be raised through a mortgage and/ 
or contributions from NALU members 
and friends. This allows for moving 
expenses and cost of needed furniture 
and equipment, which Mr. Cleeton 
believes will total no more than $75,- 
000. It would also cover fund-raising 
expenses. 

NALU’s share of the rent in the 
quarters it occupies with LUTC is 
about $17,500 a year and Mr. Cleeton 
said he is positive the cost of operat- 
ing the new building will certainly be 
no more than that. 

The building, which will be faced 
with white marble to conform with 
the surrounding buildings, will be 
ready to move into in July, 1956, ac- 
cording to Mr. Cleeton. The present 
lease expires April 30, 1956. It is hoped 
the association can continue in the 
present quarters until the new build- 
ing is ready. 


C. E. Cleeton 


e e « 

The firm of Pereira & Luckman, 
architects of New York and Los Ange- 
les, has designed the building (to be 
called the Life Underwriters Memor- 
ial), so that a full 25% expansion of 
facilities can be made without harm to 
the architectural symmetry of the 
structure. 

Mr. Cleeton said, however, that he 
did not expect that it would be neces- 

(CONTINUED ON PAGE 15) 
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Merchandising, Markets, Mail and News 
Enliven LAA Eastern Round Table Talks 


Life Insurance Advertisers Assn. 
built the theme of an informative pro- 
gram of panel discussions and talks 
around the current “how-to-do-it” fad 
at its Eastern Round Table in New 
York City. 

Charles E. Ferree, New York Life, 
said his company urges use of direct 
mail by agents and provides a guide in 
loose-leaf book form to support the 
constantly up-to-date program. He 
served as moderator of a panel on how 
to induce more agents to use direct 
mail. 

Douglas J. Alspaugh. Aetna Life, 
said his company stresses the impor- 
tance of direct mail to new agents the 
first day they attend training school. 
Prestige mailings are sent out for the 
new agent to announce his completion 
of the first school, his advanced train- 
ing and correspondence course and 
when he wins production honors. 

Penn Mutual, said Thomas I. Mc- 
Cord, has a compulsory direct mail plan 
for new men. It was selected after 
much study and after two agencies, 
which required its use, continued to 
turn in good production. Compulsory 
direct mail increased average volume 
of first-year men by $30,000 and of 
second-year men by over $100,000. Also 
a higher percentage of new men are 
staying with the company. 

D. Bobb Slattery, vice-president and 
agency superintendent of Penn Mutual 
Life, at the luncheon Thursday said 
the company’s Million Dollar Round 
Table members are pictured each year 
in national magazine advertisements, 
backed by tie-in advertisements in their 
respective local newspapers. Leaflets 
and cards are sent to these agents’ 
mailing lists. 

Personal publicity is directed at 
agents’ local newspapers when there is 
news and particularly announcements 
of new agent appointments. Each 
general agent nominates an agent, who 
has done the best all-around job, as 
“man of the year’, and 500 folders 
announcing the honor are supplied for 
distribution among the agent’s clients 
and prospects. 

The speaker was introduced by LAA 
President A. H. Thiemann, 2nd vice- 
president of New York Life. 

Donald E. Lynch, director of public 
relations of Mutual Benefit Life, in- 
iroduced luncheon guests in his ca- 
pacity as Eastern Round Table com- 
mittee chairman. 

Walter M. Harrison Jr., Travelers, 
was moderator of a panel on “how to 
reach a specific market.” C. Russell 
Noyes, Phoenix of Connecticut, pre- 
sided. 

Alfred G. Whitney of LIAMA said 
samplings are being taken to learn who 
are buying policies, where they reside, 
what kind and size of coverage is 
purchased, how premiums are paid, 
the relationship between age and pur- 
chasing and seasonal trends. 

Donald Armstrong, New York Life, 
exhibited charts showing that most of 
New York Life’s business is done in 
211 United States counties represent- 
ing 72% of the population. He ex- 
plained how his company breaks down 
population and income figures to de- 
termine where its markets are located. 

Leighton G. Harris, New England 
Mutual, was moderator of a panel on 
“how to merchandise a policy.” 

A panel on “how to develop news 
in your company” had as moderator 


Dudley B. Martin, Institute of Life 
Insurance, who said management de- 
cisions and activities often make news 
that is interesting to the public, hence 
the public relations staff needs a good 
“pipeline” to top management. 

J. W. Tierney, Travelers, suggested 
development of contacts with wire 
services and other organizations han- 
dling news.of national importance. Life 
companies should know how these 
organizations operate and learn to use 
them when big stories develop. 

The value of local news was pointed 
out by William K. Paynter, Connecticut 
General. He told how to supply news 
about local agents and company activi- 
ties to hometown newspapers. 

Bruce Fouche, Institute of Life In- 
urance, reported that the institute res- 
urrected some old films on insurance 
and distributed them among the TV 
stations in hopes of obtaining about 25 
showings. The results were surprising: 
the films were presented close to 1,000 
times, he reported. Don’t forget radio 
he said. It still has a future. 

Marvin Kobel, Metropolitan Life, 
said company house organs often carry 
news items that are important and in- 
teresting enough to win space in the 
newspapers. These magazines should 
be watched with an eye to developing 
additional stories for public consump- 
tion, he said. He also discussed rela- 
tions with the trade press and the type 
of news these publications seek. 

John H. Warner, Aetna Life, pre- 
sided. 

A talk by August Heckscher, chief 
editorial writer of the New York 
Herald Tribune, closed the two-day 
session. 


Retaliatory Tax Bill 


Passes Both Houses in Ia. 


DES MOINES—The Iowa legislature 
completed action on a retaliatory in- 
surance tax bill. The senate passed 
the house bill 43 to 0 and sent the 
measure to the governor. The bill is 
expected to bring in approximately 
$500,000 in additional state revenue. 
A similar law was repealed by the 
Iowa legislature in 1945 due to the 
threat of federal regulation. 

The measure provides that any out- 
of-state insurance company shall be 
taxed at the same rate that Iowa com- 
panies are taxed in their state. Iowa 
has a 2% premium tax. 

Bills which have passed the house 
and gone to the senate include an un- 
fair practices act, a bill to give life 
companies the right to make loans se- 
cured by mortgages which have lease 
and purchase contract with the federal 
government, and a bill to give sur- 
viving widows and children the same 
right to sue for damages as now pro- 
vided a male parent. 





N. Y. Interest Bill Moves 


A bill which would prohibit life 
companies from charging interest on 
interest on policy loans has been pass- 
ed in New York senate and sent to 
the rules committee. Unpaid policy 
loan interest is added to the loan and 
bears interest under present law. The 
Greenberg bill would simply add the 
word “not” to the statute. The com- 
panion Levine bill has been defeated 
in the assembly. Observers indicated 
the Greenberg bill is not well regarded 
by life companies and may be de- 
feated. 





Award Unit Management Diplomas 
Equitable Society has awarded 
diplomas in unit management to 27 





members of its field force who re- 
cently completed its school in unit 
management at Pocono Manor, Pa. 
The semi-annual schools take place 
alternately east and west of the Mis- 
sissippi. 


Colonial Life Makes 


Two Promotions 

Colonial Life has promoted Joseph B. 
Corbett to underwriting secretary and 
Richard G. Mulhol- 
land to manager of 
the underwriting 
department. 

Mr. Corbett has 
been manager of 
the underwriting 
department since 
1938 and will re- 
main in charge of 
underwriting 
functions. He join- 
the company in 
1936. 

Mr Mulholland 
joined the underwriting department 
in 1949. 





Joseph B. Corbett 


Northwestern Mutual and 
Bank to Finance Tankers 


Oleum Transport Corp., a new ship- 
ping company, proposes to build three 
tankers for navy duty costing $8,240,- 
000 each and has arranged through 
Eastman, Dillon & Co., New York in- 
vestment house, for capital from 
Northwestern Mutual Life and Nation- 
al City Bank of New York. It is said 
to be the first time a major ship pro- 
gram will be financed completely by 
insurance companies and banks. 





Doonan Heads Chrysler 


Group Department 


William J. Doonan has been named 
director of pensions and group in- 
surance of Chrysler Corp. He has been 
with Chrysler since 1933 and has par- 
ticipated in the installation and oper- 
ation of the pension and insurance 
plans now available to Chrysler em- 
ployes. 


S. C. Premium Tax Fought 


A proposed 2% premium tax on 
domestic insurance companies, if ap- 
proved, would drive a_ substantial 
number of them out of business, the 
South Carolina senate finance com- 
mittee was told by a group represent- 
ing approximately 60 insurers. They 
also objected to a proposed reduction 
in the rebate on the 3% premium tax 
to foreign companies making invest- 
ments in state securities. - 





Variable Annuity Bill in N. H. 


A bill has been introduced in New 
Hampshire senate to permit life com- 
panies operating in the state to sell 
variable-type annuities designed to re- 
flect the value of the dollar at the 
time payments are made. 


Public Disclosure 
of Union Welfare 
Funds Is Supported 


The life insurance business supports 
public disclosure of essential financia) 
and administrative details of union 
welfare funds to promote a feeling of 
confidence by those covered, C. Man- 
ton Eddy, vice-president and secre. 
tary of Connecticut General, and Gi)- 
bert W. Fitzhugh. second vice-presj- 
dent of Metropolitan, told a Senate 
labor subcommittee on welfare and 
pension plans. 

The spokesmen for the life insur. 
ance business termed “not character. 
istic of insured welfare programs” the 
abuses which the subcommittee has 
found in 29 welfare funds studied. The 
abuses are in contrast to ethical stand. 


ards which prevail in most employe} 


welfare funds, they said. 

The speakers indicated that res. 
trictive legislation in this field would 
tend to discourage further growth of 
union welfare funds. They said the 
subcommittee’s work is constructive 
and offered the continuing coopera- 
tion of the life insurance business. 





Pa. Assn. to Honor 


Legislators, Governor 


Pennsylvania Assn. of Life Under- 
writers will hold a legislative recep- 
tion and dinner at Harrisburg April 
26 with Insurance Commissioner 
Smith as principal speaker. E. P. Brag. 
don, Harrisburg general agent of Min- 
nesota Mutual Life, chairman of the 
association’s legislative committee, has 
notified members that Gov. Leader 
will attend. 





Pru Slates Sales Parley 


Prudential’s district agencies de- 
partment will hold its first 1955 two- 
day regional conference for 700 sales 
representatives from Connecticut and 
parts of New York on Mar. 29-30 at 
Atlantic City. 

Harold M. Stewart, executive vice- 
president, heads the group of officials 
who will take part in the program on 
sales and service. Seven more regional 
conferences will be held in 1955 for 
4,000 managers and agents from east- 
ern and middle-Atlantic states in 
a York City, Montreal and Atlantic 

ity. 





41 Attend Electronic Machine Class 

Thirty-eight representatives of 19 
life companies attended the Type 170i 
electronic data processing machine 
customer executive class held by In- 
ternational Business Machines Corp. 
in New York City. Three IBM of- 
ficials were in the class, which was 
conducted by men of the education 
department and world headquarters. 
The 705 is IBM’s most advanced ma 
chine now in production. 











cago, GAMC program chairman, and M. L. Camps, John Hancock, New Yori 


City, GAMC chairman. 


At the Genera 
Agents & Man 
gers Conferentt 
luncheon in (- 
lumbus: Claris Ad- 
ams (center), ex 
ecutive vice-presi- 
dent and _ general 
counsel of Amefri- 
can Life Convel- 
tion, who made the 
principal address; 
Henry  Persot 
(left), Mutual af 
New York, Chi 
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Senate Inquiry 
Into Welfare Funds 
Gets Underway 


WASHINGTON—The Senate labor 
and public welfare subcommittee head- 
ed by Douglas of Illinois began hear- 
ings here this week on union welfare 
and pension funds with a panel dis- 
cussion in which several representa- 
tives of the insurance business, of 
panking, of employers and of organ- 
ized labor were heard, including Rich- 
ard Blomquist of Marsh & McLennan; 
Martin E. Segal, New York consultant; 
G. Warfield Hobbs of National City 
Bank, New York; Nelson Cruikshank 
and Lane Kirkland of AFL; Jack Bar- 
bash of CIO; Frank B. Cliffe of H. J. 
Heinz Co., George Faunce of Contin- 
ental Baking Co., and Horace Sheldon 
of the Commerce & Industry Assn. of 
New York. 

Mr. Cruikshank said “the main bur- 
den of our criticism against cash in- 
demnity plans of the type offered by 
commercial insurance companies lies 
in their inherent inability to provide 
the worker with adequate protection, 
or, in fact, any real insurance against 
the actual charges made by doctors.” 
He concluded by plugging for national 
health insurance. 


* e e 

Mr. Barbash opposed establishment 
of a uniform standard for fund ex- 
penses. A 7% fund administrative cost 
may be unreasonable, he admitted, but 
a 2% one is unreasonable if the insur- 
ance company does most of the work. 

Mr. Cruikshank said agents have 
been paid in some cases for doing what 
the insurance company contracted to 
do. Union officials should not be in- 
surance agents, he said. 

Mr. Sheldon recommended insurance 
department regulation of such funds 
and disclosure of pertinent data on 
fund operations. He recommended a 
code of fair practice on payment of 
commisions and service fees by in- 
surers aS outlined by former Super- 
intendent A. J. Bohlinger of the New 
York insurance department. 

State legislation is likely in New 
York or other industrial states before 
a federal regulatory program is en- 
acted he indicated. The problem of 
welfare fund corruption, abuse and 
maladministration is an important 
and substantial one which calls for a 
moderate measure of public informa- 
tion. No lasting improvement can be 
counted on unless certain statutory 
safeguards are enacted. 

To avert difficulty in administration 
of state control, he pointed out, the 
precise scope of state insurance de- 
partment supervision over welfare 





Officials of National Assn. of Life Underwriters, holding its mid-year meet- 
ing at Columbus, pictured with Governor Lausche of Ohio, who extended his 
greetings to the insurance group. Left to right, Lester O. Schriver, managing di- 
rector, Robert L. Walker, NALU president, Governor Lausche, and Stanley C. 
Collins, NALU vice-president, who is an agent of Metropolitan Life at Buffalo. 





funds requires careful definition. 
Workable state supervision can be at- 
tained if the principle is followed of 
requiring every multi-state fund to 
designate a principal office location 
and be subject to regulation by that 
state. 

The way to get at the commission 
problem, with its potential for corrup- 
tion, short of outlawing payment of all 
commission is to set up a voluntary 
code of fair practice. This would be 
prepared by the insurance department 
cooperating with the insurance business 
and others and would eradicate temp- 
tations posed by mandatory payment 
of commissions without seriously dis- 
rupting otherwise sound insurance 
practice. 

Mr. Segal testified briefly and filed 
a lengthy statement. He opposed com- 
mingling of casualty and life funds 
so that casualty losses could be made 
up out of life funds. He favored pool- 
ing of policies for certain purposes, 
but not others. He recommended an- 
nual fund reports. 


Revise Management Lineup 


of Control of Columbus 


D. B. Paddock has been elected a 
director of Central Assurance of Col- 
umbus to succeed his late father. 
Other directors remain the same, but 
the administrative officers have been 
changed and James G. Kahle becomes 
general manager. He has been gen- 
eral counsel, and succeeds his father, 
who was counsel since the: founding of 


the company. Richard C. Rowley has 
been named agency manager, Robert 
E. Weekley is in charge of the disabil- 
ity department, Dr. E. R. Zartman is 
medical «lirector, and C. G. Lane has 
been named general counsel. 

In 1954 the company had an increase 
in life business of 31%, and assets as 
of Dec. 31 were $1,442,604, and surplus 
$595,790. 





Md. Passes Two Fraternal 


Bills: Three Move in House 

The Maryland legislature has passed 
two bills regulating fraternal benefits 
and the house has approved bills to 
limit life policy liabilities to require 
contract descriptions, and to regulate 
contracts. 

One bill sent to Gov. McKeldin lists 
the benefits fraternals can pay and 
provides for their operation. The other 
provides for benefits on the lives of 
children in fraternal insurance con- 
tracts. 

Bills passed in the house would set 
limits on liabilities comanies may as- 
sume in life policies; require contract 
descriptions at the foot of the first 
page of policies and annuities; and de- 
fine misrepresentation and advertising 
of policy contracts. 





William B. Ross, a San Francisco 
loan representative of Northwestern 
Mutual Life for the last six years, has 
been named loan agent in Winston- 
Salem, N. C., to succeed John S. Wil- 
liams, who is going into private busi- 
ness. 





NALU Plans Call 
For Naming Assistant 
Managing Director 


COLUMBUS—Addition of a new of- 
fice staff officer—assistant managing 
director—is one of the recommenda- 
tions in a comprehensive functional 
survey report adopted “in principal” by 
National Assn. of Life Underwriters 
board of trustees at the midyear meet- 
ing here. 

Other personnel recommendations 
include creation of the positions of di- 
rector of public information and direc- 
tor of publications. For the present, 
the assistant managing director would 
also serve as director of public in- 
formation. 

The survey was made by the man- 
agement and public relations firm of 
Swanson & Dalzell of New York City. 

Under the proposed plan there would 
be six departments or divisions, of 
equal rank, headed by the comptroller, 
director of field services, director of 
publications, director of public in- 
formation, and the general counsel. 

The report applies accepted man- 
agement principles of the operation 
at NALU headquarters operatings, 
which have become increasingly com- 
plex and diverse over the years. 

Except for the assistant managing 
director-director of public informa- 
tion, the divisions would be headed 
by those at headquarters who are al- 
ready handling those functions. 

There was no indication of how soon 
any of these recommendations would 
be put into effect. The executive com- 
mittee will study them with particular 
regard to budget problems involved in 
the proposed expansion of services. 

Treasurer J. E. Bragg, Guardian, 
New York City, expressed the execu- 
tive committee’s view that surplus 
should continue to be built up. 

An important part of the recommen- 
dations is due to Swanson & Dalzell’s 
finding that NALU is faced with the 
problem of assisting its members and 
committees in meeting public mis- 
apprehensions that are presently costly 
and that hold great future danger to 
the members. Socialized insurance 
programs and promotion of “jackpot” 
insurance policies are only two of the 
clouds on the horizon, said S. C. Swan- 
son, the firm’s president. 

“Certain union insurance practices, 
and public misunderstanding caused 
by federal trade commission inquiries 
have weakened public confidence in 
all lines of insurance and the agent in 
this field is faced with a more dis- 
couraging climate in creating and 
building public confidence,” he added. 





The National Assn. of Life Under- 
writers Memorial building to be built 
in Washington, D. C., as envisioned 
by the architects, Pereira & Luckman. 
The building will house the officers of 
NALU and the Life Underwriters 


| Training Council. It will be located 


at 22nd and C streets, N. W., Wash- 


.| ington, D. C. Association officials hope 


NALU will be able to move into the 
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McHaney Raps A&H 
Reinsurance Bill 
at LIAMA Meet 


The administration-proposed A&H 
reinsurance bill could develop into a 
worse headache than social security, 
Powell B. McHaney, president of Gen- 
eral American Life of St. Louis, de- 
clared at the closing session of the 
LIAMA A&H meeting at Chicago. He 
urged forceful, organized opposition to 
any measure that opens possibilities 
for expansion of socialism. 

In failing to take a forceful and 
forthright stand against the social 
security plan in the 30s, the industry 
permitted a gigantic encroachment into 
private insurance, and a similar re- 
luctance to act now might be even 
more dangerous, he asserted. 

Mr. McHaney outlined the job the 
reinsurance bill is intended to do and 
carefully pointed out how private in- 
surance is doing or is capable of doing 
the same jobs more efficiently. 

o a e 

He gave statistics showing the great 
percentage of insurable persons now 
covered by A&H to illustrate that the 
needs of the people for health serv- 
ices are being met by private compa- 
nies. “The remarkable record of the 
accident and health business is con- 
vincing proof that the business is alert 
to the changing needs of the people,” 
he said. 

“If there is a lack of coverage in 
rural areas today, it is due more to 
the shortage of hospitalization and 
medical personnel and facilities than 
to the lack of insurance coverage,” he 
said. The proposed bill could not solve 
this problem. 

Proponents of the reinsurance bill 
claim it will tend to promote experi- 
mentation which will lead to more and 
better coverages. Mr. McHaney pointed 
out that under private insurers bene- 
fits have been regularly increased and 
policies liberalized. Experiments are 
constantly being undertaken by the 
companies, he said, giving major med- 
ical as an example. 

The reinsurance program cannot 
“serve to extend protection to unin- 
surable risks unless the government 
intends to subsidize the life and acci- 
dent and sickness insurance business 
..and therein lies the fallacy of the 
proposal.” 

The “real problem facing America,” 
according to Mr. McHaney, “is not a 
problem of insurance but a problem 
of furnishing medical care and hos- 
pital care to uninsurables and the in- 
digent... Insurance companies cannot 
furnish such care under the principles 
of sound operation...Poverty is the 
problem of society as a whole.” 

e @ eo 

Mr. McHaney pointed out that during 
the depression food and clothing stores 
were not asked to pool together to 
care for the needy; basic essentials 
were provided through the distribution 
of funds by the government. “Medical 
care and hospitalization are also basic 
essentials,” he said, “and, if necessary, 
could be provided in the same way.” 

Going into the financial effect of 
the proposal on companies, the speaker 
explained that the reinsurance pool 
would pay benefits only after a 100% 
loss ratio (after expenses) is incurred. 
The private company’s surplus must 
stand one quarter of the excess. 

“How many well-run companies will 
offer a form of coverage upon which 
abnormal losses are expected, with 
consequent threat to the financial sta- 





bility of the company, at the expense 
of existing insured? And, if companies 
should offer and reinsure coverages 
upon which they anticipate a loss, then 
the reinsurance pool cannot be oper. 
ated soundly and must ultimately be 
drained.” 


If the bill can perform any service, 


he said, “it can only do so through ul- 
timate governmental subsidization of 
excessive losses. That will inevitably 
lead to governmental regulation and 
finally complete nationalization.” 





Lincoln Income Expanding 

LOUISVILLE—Lincoln Income Life, 
effective as of April 1, has purchased 
all assets and business of Provident 
Indemnity of Philadelphia in Alabama, 
Georgia, Louisiana and Mississippi. 
While the home office of Lincoln In- 
come is located in Louisville, head- 
quarters for the newly acquired south- 
ern territory will be established in 
Atlanta, with division offices in At- 
lanta, Birmingham, New Orleans, and 
Jackson, Miss. The operation of the 
four states will be headed by Wood 
Rose, present Kentucky division man- 
ager. 


THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 
The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal: insurance. Juvenile 
policies our specialty. 
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L. J. BAYLEY 
Secretary 


€. R. DEMING 
President 


HOME OFFICE — SYRACUSE, N. Y. 








MANAGEMENT 
CONSULTANTS 
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Management Consultants 


To Insurance Companies 
Established 1945 
P. O. Box 101 Queens Village, N. Y. 
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LIFE 
AGENCY 
DIRECTOR 


This is for a medium-sized Mid-West- 
ern Company, who need a man to 
rejuvenate their agency plant. The 
man who can produce results will 
get the number one spot. Starting 
salary $15,000. Send your qualifica- 
tions confidentially to 


FERGASON PERSONNEL 


330 So. WELLS ST., HArrison 7-9040 
CHICAGO 6, ILLINOIS 
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xpense S Rains Wallace Defends New Aptitude Index Poorest chances: 24% _ successful. stop us from recognizing that in 1933 


. Z Brother, finding out all about those a very large proportion of new re- 
wreall as No Harsher, with Pr oper Cut-off Score men wouldn’t have done you much cruits who first entered our business 
s, then COLUMBUS, O.—The extra time to says here) was given to over 800 good. It could have done you harm. It and survived a year produced less than 
put a candidate through the new agents before they were hired. The would have made you cut out a lot $40,000 in their first year. By 1949, 
Aptitude Index man who constructed the test scored of potential successes.” half of all our new recruits who sur- 
tests is well worth it and put the agents into five groups Mr. Wallace said that sometimes vived six months did over $47,000 in 
while if the two ranging from very good chances of there is a tendency to worry about the their first six months. And of the men 
hours it takes success to very poor. The over-all fact that the agent survival rate has you recruited during the first quarter 
means avoiding success rate for the group was 24%. not changed to any considerable extent of 1954, half did better than $78,000 
the “week-or “Here is how the test picked them. in the last 20 years (perhaps forgetting in their first six months. This is real 
month-long hor- Best chances of success: 25% succes- that in the light of the change in the progress. It is much too great to be ac- 
ror of reaching sful. Above average chances: 22% labor market this, in itself, is no mean counted for on the basis of change in 
mutual agreement successful. Averaze crxanres *%° . accomplishment). the value of the dollar. It means that 
that one of your Below average chances: 23%. “In any case,” he said, “it should not you are doing a better job.” 

men has failed,” 
said S. Rains Wal- 
lace, Jr.. LIAMA 
director of re- 
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of the college, is honorary chairman. 
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West Coast Makes 
H. O. Staff Changes 


West Coast Life has made a number 
of recent changes. Dr. A. C. Olshen, 
vice-president and chief actuary, has 
been elected a director to fill the va- 
cancy created by the retirement after 
39 years of service of Carlos C. Warn- 
er, vice-president, secretary and direc- 
tor. 

Dr. Olshen, for several years an 
examiner for the Oregon insurance 
commission, went with West Coast Life 


in 1946 as actuary and controller, being 
named vice-president and actuary in 
1948. He is a past-president of Actu- 
arial Club of the Pacific States. Mr. 
Warner went with the actuarial de- 
partment of the company in 1916, and 
after overseas service in World War I, 
returned in 1919 as assistant actuary. 
He was elected secretary in 1927, a 
director in 1930 and a vice-president in 
1949. 

Van Vanette was named vice-presi- 
dent in charge of group sales. He 
joined the company in 1928 following 
World War I service and 10 years of 
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Sixty-First Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $194,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
over $84,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance 
in force is approximately $220,- 
000,000 . . . The State Life offers 
splendid agency opportunities— 
with liberal contract, and up-to- 
date training and service facilities 


for those qualified. 
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selling experience. He has directed the 
group activities of the company for 
17 years during which time group life 
in force has increased from $15 mil- 
lion to $234 million. 

Leo Nordquist has been promoted 
from associate actuary to actuary and 
W. J. Ritchie to controller. John Tietjen 
and W. H. Lane were named assistant 
secretaries. 


Dondien Sai 2nd 
NALU Trustee Term 


John C. Donohue, associate general 
agent at Baltimore of Penn Mutual, 
has been endorsed 
by Maryland and 
Baltimore associa- 
tions for  reelec- 
tion as trustee of 
National Assn. of 
Life Underwriters. 

Mr. Donohue 
first was elected 
in 1953 and served 
that year as chair- 
man of the com- 
mittee on associa- 
tions. He now is 
national member- 
ship committee chairman, having been 
pro tem chairman on the death of 
Mitchell M. Roesser. He is serving a 
two-year term. 

Mr. Donohue entered the life busi- 
ness in 1939 as Annapolis agent of 
Equitable Life of Iowa. He took his 
present post in 1953. He is former pres- 
ident and board chairman of the Bal- 
timore association, and took part in 
the recent formation of the Maryland 
association. 


San Antonio CLUs Hear 
Attorney on Estate Building 


Fred Woodley, attorney, spoke on 
the use of life insurance in estate 
building at a meeting of the San An- 
tonio CLU chapter. ° 

He explained how a will, trust fund 
and insurance may best be employed. 
Emphasizing that insurance should be 
provided for the payment of taxes 
upon an estate, he advised the use of 
the irrevocable interest provision. If 
there is a revocable will or revocable 
interest, he said, there should be a 
provision that money is to go to a 
charitable organization, or the insur- 
ance will be taxed as part of the es- 
tate. 

Mr. Woodley stressed the import- 
ance of key man insurance and the 
value of leaving insurance rather than 
stocks, which are taxable. 


John C. Donohue 








Brenner Named at Columbus 


Daniel J. Bren- 
ner has been 
named manager 
of the Columbus, 
O., agency of 
Home Life. He 
formerly was an 
agency field as- 
sistant in the home 
office. He joined 
the company at 
Pittsburgh in 1945, 
became _ assistant 
manager there in 
1951 and agency 
field assistant in 
September. 





Daniel J. Brenner 


Head Medical Fund Units 

NEW YORK—Julian S. Myrick of 
Mutual of New York is chairman of 
the banking, finance and insurance 
section of the National Fund for Med- 
ical Education’s committee of Ameri- 
can industry. The life insurance com- 
mittee is headed by Devereux C. 
Josephs, chairman of New York Life. 
The fund is embarking on its spring 
drive for contributions. 








‘‘do-it-yourself’’ 


GROUP INSURANCE 





Sales 
obot 


makes it possible 


for YOU to: 


¢ PLAN your group 
sales activity 

e SELL your own 
prospective clients 

e UNDERWRITE 
your own groups 

¢ BIND your own 
cases without delay 


Get the facts on this self-serv- 
ice underwriting kit that en- 
ables YOU to cash in on big 
Group premium commissions. 
SALES-ROBOT simplifies 
Group selling ... gives you 
the tools you need to “quote 
on the spot”... places YOU 
in this lucrative field. 


Stop groping... 
start GROUPING! 


Write now to your 
U. S. Life general agent or to 


(ona Savras 


LIFE INSURANCE CO. 
IN THE CITY OF NEW YORK 


NOW... 








- 


Dept. NU 3-25 | 

Gentlemen: Please send us complete 

information on the Sales Robot and 
Group Selling. 
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ing needs the new look and Roy Cowan 
of the Southwest Printing Co., Dallas, 
will discuss the use of color in adver- 
tising and sales promotion. 

A. B. Richardson, LAA vice-presi- 
dent and director of public relations 
for Life of Georgia, will lead a discus- 
sion on life insurance public relations 
in action. Don B. Parkinson, sales 
promotion director of Southwestern 
Life, will lead a discussion on material 
to motivate agents and sales presenta- 
tion pieces. 

A joint luncheon with the Dallas 
Advertising League will close the 
meeting. A. H. Thiemann, LAA presi- 
dent and 2nd vice-president of New 
York Life, will speak. 

Round Table Chairman Marion L. 
Davis, advertising manager of Provi- 
dent Life & Accident, will preside at the 
sessions. Loflin Harwood, director of 
public relations of Southwestern Life, 
is program chairman. 


McCaffery Speaks at Wis. 


Leaders Round Table Meet 


MILWAUKEE—Charles B. McCaf- 
fery, director of advanced underwrit- 
ing training in the home office of 
Northwestern Mutual Life, was speak- 
er at the Wisconsin Life Insurance 
Leaders Round Table here. Paul A. 
Schuette Jr., Northwestern Mutual 
Life, Manitowoc, round table chair- 
man, was in charge. Mr. McCaffery, 
discussed the new internal revenue 
code on taxes and how the provisions 
relate to business isurance and estate 
problems. 


Midwestern United to Hike 
Capital to $500,000 


Stockholders of Midwestern United 
of Fort Wayne voted to increase the 
capital from $300,000 to $500,000 and 
to issue 75,000 additional shares as 
stock rights to present stockholders 
only, at a price of $2. 

The company had record production 
of $29,532,000 in life insurance paid 
for during 1954, an increase of 20%. 
Assets increased to $5,506,992, a gain 
of more than 35%. 











Travelers Names Agency 


Maurice Linder & Son of New York 
City has been named a life general 
agency of Travelers. Mr. Linder has 
qualified for Million Dollar Round 
Table 25 times since he became a life 
agent in 1928. His son, Jerome Linder, 
ae been associated with him since 





Paul Revere Shifts Two 


Howard J. Foley Jr. and Minert N. 
Thompson Jr. have been assigned to 
the Detroit group office of Paul Rev- 
ere Life. Mr. Foley, recently named a 
group supervisor, has previously been 
at Albany and Cincinnati. Mr. Thomp- 
Son joined the group department last 
year at the home office. 





Preferred Life of Dallas has pro- 
moted Henry R. Lyon from secretary- 
treasurer to vice-president and treas- 
urer and advanced Mrs. Helen Moore 
from assistant secretary to secretary. 




















Once again we tip 
to Max Matson... 
Top Producer of 1954 


For the fifth time in his career, Max Matson of Cleveland 
has out-distanced every other Mutual Benefit Life man in 





individual production. 

In accomplishing this feat, which involved placing nearly 
$5,500,000 Mutual Benefit Life insurance, Mr. Matson also 
shattered the company’s all-time record for individual 
production. 

Mutual Benefit Life congratulates “Matty” Matson on his 
achievement—and commends to everyone his philosophy— 
**Service First, Sales Later.” 





our hat 


Mutual 
Benefit 
Life 


INSURANCE COMPANY 


Organized in 1845 © 300 Broadway, Newark, N. J. 


March 25, 1955 LIFE INSURANCE EDITION 7 
Panels to Dominate Figures from Life Companies’ Year-End Statements Shown 
Increase Surplus to New Ins. in Increase Prem. Benefits Total 
th LAA M t Total in Pouiey Bus. Force Dee. In. Ins. Income Paid Disburs. 
ou ern ee Assets Assets holders 1954 31, 1954 in Force 1954 1954 1954 
‘ - A - $ $ $ $ $ $ $ $ $ 
eee ores Oe Ree cers Beles Ge ----:--- TseeTiis —«SrsaolaTo «608889 ABsie56 ©—«gelceasiss ar’sisisti Sisir'sty Sagatgua | Pegtaead 
ae . . excelsior Life, Can. ........ 3,827, ,880, 3,668,889 516, 361,628,1¢ 27,845,87 577 3,889, 7,312,6 
printing, motivating agents and sales federal old Line Life ...... 3,773,634 391,686 61,085 2,437,380 24,524,418 674,758 757,450 114,686 510,289 
presentations will highlight the South- Guarantee Reserve Life .... 3,437,536 —1,797,937 1,183,902 14,711,362 19,801,065 —30,240,043 1,564,567 726,706 1,625,930 
d Tabl ti f Life I Life of Georgia ........... 109,771,605 15,566,394 13,442,756 379,295,701 1,140,434,544 79,744,977 46,372,383 11,105,423 34,483,062 
ern Roun able meeting of Lite in- pioneer Mutual Life ....... 21,007,291 792,174 1,791,798 9,147,603 73,539,517 4,710,339 2'296'804 1224291 826,931 
surance Advertisers Assn. in Dallas Prudential .............. 11,737,411,094 792,930,503  668,181,264* 5,303,467,035  46.142,477,515 2,957,765,565 1,551,202,437 897,590,535 1,309,233,392 
3 Security Life & Trust ...... 46,958,966 5,900,978 5,883,021 167,403,277 531,830,274 92,093,344 10,119,984 3,689,845 11,519,913 
May 2-3. ; ? Texas Prudential ......... 28,371,732 2,907,023 3,919,515 54,385,564 201,996.033 9,017,251 6,054,532 1,488,745 4,613,818 
Charles K. Reid, senior consultant Fraternals . 
for company relations, will be a fea- Amuttcon Mecdmen,. Colo. .. 31,814,532 324.679 1,640,432 2,397,324 26,337,332 — seats 2a sen.eas 908,ie 
Cy yomen’s Catholic Foresters 28,456,660 669,832 5,389,768 3,642,311 63,415,447 59,877 .276,985 346,657 1,582,47 
tured speaker. Also, Howard King, *Includes $516,158,274 statutory contingency reserve. 
consultant on typography to the Inter- 
type Corp., will tell how life advertis- Ree Sea en SENET: OP D TIO 

















eNATIONAL UNDERWRITER 


March 25, 195§ 












NEW YORK 
107 William $1. 








REINSURANCE 


CHICAGO 
175 W. Jackson 





EVERY DAY 


Reinsurance is a help 
in routine underwriting. 


Especially if it has been 
tailored to your exact 
needs—the Employers way. 
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“As Faithful as 
Old Faithful’ 







PROFITABLE GENERAL 
AGENCY OPENINGS NOW 
AVAILABLE 


Write to the 
Agency Secretary 










FOR 50 YEARS 
7 “AUT WAL UR 


Low Net Costs 

Flexible Settlement Options 
Net Level Premium Reserves 
A Strong Surplus 


For 50 years, Mutual Trust has been soundly and 
economically managed on a purely mutual basis 
for the benefit of its policyholders. 
In both large metropolitan areas and in smaller 
cities, Mutual Trust general agents are operating 
successfully in: 
Cal., Conn., la., Ill., Ind., Mass., Me., 
Mich., Minn., N.H., N.J., N.Y., N.D., 
Ohio, Pa., R.I., Vt., Wash., Wis. 








MUTUAL TRUST 


LIFE INSURANCE COMPANY 
135 S$. LA SALLE STREET, CHICAGO 
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Proselyting Section 
of GAMC Code Held 
Too Strict by Some 


The new code of ethics of the Gen- 
eral Agents & Managers Conference 
of National Assn. of Life Underwriters 
is being criticized by some members as 
being unduly restrictive in pledging 
the manager or general agent not to 
talk to agents of other companies with- 
out first contacting the head of their 
agency. 

The current issue of GAMC News 
quotes several of these critics. 

“Many times I have men come to me 
in confidence to talk over their prob- 
lems and the advisability of making a 
change, and under no circumstances do 
I intend to violate this confidence,” 
W. A. Fraser, manager for Bankers 
Life of Iowa in Lincoln, Nebr., said. 
Mr. Fraser expresses the further opin- 
ion that there should be no restraint 
on a man’s freedom of choice of job or 
company. 

Harry L. Hamilton, Home Life of 
New York manager in Louisville, sug- 
gests the paragraph be changed to 
read, “To encourage agents of all other 
agencies to stay with their present con- 
nection unless there is a just and rea- 
sonable cause for their discontent. In 
this respect, I must always endeavor 
to maintain an impartial and unselfish 
point of view.” 

Oren Pritchard, manager for Union 
Central at Indianapolis, declared that 
he does not believe any code should 
attempt to restrain the right of an in- 
dividual to improve his opportunities. 
“When you agree not to talk to a man 
about changing connections, without 
first notifying his present employer, 
you are restraining him,” he said. 





Ala. Premium Tax Bill 
Dies; Alernate Offered 


The bill calling for a flat 5% tax 
on gross premiums of all insurers 
doing business in Alabama, to finance 
an old age pension plan proposed by 
Gov. Folsom, has been allowed to die 
in committee. 

An alternate bill, patterned after 
one in Oklahoma, has been introduced 
to provide a sliding scale with a max- 
imum tax of 4%. Fire, casualty and 
life officials opposed both bills, point- 
ing to retaliatory laws in 38 states 
that would tend to limit operations of 
Alabama companies to their own state. 

There now is a premium tax of one- 
half of 1% on fire policies; 2.5% on 
life and casualty; and 1.5% on benev- 
olent societies. There is no premium 
tax on burial and A&H insurers. ‘ 


W. Va. Law Gives FTC 


Powers to Commissioner 


New legislation passed in West 
Virginia defines and makes unlawful 
unfair competitive methods and de- 
ceptive practices in the insurance 
business, and gives the state insur- 
ance commissioner authority similar 
to that exercised by the federal trade 
commission. Another new law bases 
group insurance coverage arranged by 
a county board of education upon a 
request from a majority of all full- 
time teaching and non-teaching em- 
ployes at least 18 years of age. 








Seeks Incorporation in R. I. 

Old Colony Life is seeking incor- 
poration and authorization to operate 
as an insurer in Rhode Island. Incor- 
porators named in the bill, introduced 
in the senate, are Roland A. Derosier, 
Priscilla McLean, and Mildred Holmes. 
The company would write life, endow- 
ments, annuities, A&H and other lines 
authorized for life companies. Author- 
ized capitalization is to $2 million. 


Agent's ‘Laziness’ May 
Be Just Dislike for 
Having His Ego Kicked 


COLUMBUS, O.—The agent who 
seems to lack industry is often not 
lazy but is just 
allergic to having 
his ego kicked 
around by unre. 
ceptive prospects 
in the course of 
trying to find one 
who is willing to 
listen, said Jack 
White, Prudential, 
Los Angeles, in 
his talk at the 





‘én ma = General Agents & 
Jack White Managers Confer- 
ence midyear 


meeting here. 

“How frequently have you assumed 
that because a particular agent was 
hanging around the office too long or 
spending too much time over coffee 
or shuffling his prospect cards, that 
this agent lacked industry?” he asked, 
“In many instances, it is just because 
he can’t bring himself to go out and 
face the reality of having his ego 
punched around... 

“We can make it known in the re- 
cruiting interview that the ‘hard work’ 
part of this business really means not 
just industry but repeated attacks on 
the self-esteem of the salesman. We 
can build confidence with education 
and training. Knowledge builds con- 
fidence. Confidence builds enthusiasm. 
Enthusiasm brings consistent work 
habits. Consistent work activity brings 
sales. Sales brings confidence. And 
around and around the cycle goes.” 


NAIC Zone 2 To Meet 
Apr. 27-29 in Baltimore 


Zone 2 of National Assn. of Insur- 
ance Commissioners will hold a meet- 
ing April 27-29 at Sheraton-Belvedere 
hotel in Baltimore. 

Claris Adams, executive vice-presi- 
dent and general counsel of American 
Life Convention, will speak at the 
April 27 dinner. Commissioner Bowles 
of Virginia, zone 2 chairman will pre- 
side. Peter H. May, vice-president and 
comptroller of Maryland Casualty, is 
chairman of the arrangements com- 
mittee, which consists of men from 
Maryland insurance companies. 
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1955 Issue of 
Who Writes What? 
Is off the Press 


Telling at a glance just which com- 
panies will write the many unusual 
life and A&S coverages, the NEW 
Who Writes What? for 1955 is just off 
the National Underwriter press. It is 
the unique annual reference book that 
provides instant answers to all sorts of 
“who-will-write-it” questions, and the 
only publication of its kind that is 
arranged by subject, rather than by 
company. The new 1955 edition con- 
tains all the latest information on the 
many different life coverages currently 
being offered by some 125 companies. 
It also carries a large special thumb 
indexed section providing similar in- 
formation concerning the many acci- 
dent and sickness coverages now being 
sold by approximately an equal num- 
ber of companies in this important and 
rapidly growing field. 

To find the answer to any particular 
question with Who Writes What?, one 
merely consults the comprehensive 
topical index, turns to the page in- 
dicated and then reads directly the 
list of companies offering the contract 
or form desired. Much relative infor- 
mation concerning the policy contracts 
and company practices is also pre- 
sented in similar convenient subject 
form. 

Among the more interesting new 
subjects in the 1955 Who Writes What? 
is one of the most alive ones in today’s 
more aggressive life insurance market 
—namely who writes the “special” low 
cost policies with a minimum of $10,- 


U. S. Life Names Two 


Assistant Actuaries 


U. S. Life has appointed Irwin T. 
Vanderhoof and John E. Gray assistant 
actuaries. Mr. Vanderhoof began his 
career in 1950 with Metropolitan Life 
and joined U. S. Life in February. 

Mr. Gray, entered insurance in 1941 
with Metropolitan, joined Johnson & 
Higgins in 1950, and went with U. S. 
Life this month. 








Swan to Protective Life 
William A. Swan, who has been with 


Minnesota Mutual Life at St. Peters- 


burg, Fla., for the last four years, has 
been appointed general agent there 
by Protective Life. 


G. H. O’Brien Retires 


George H. O’Brien, assistant man- 
ager in the group department, has re- 
tired after 30 years with Equitable 
Society. He was feted recently at a 
party. He will move to Florida next 
month. 








Chicago Company to Reinsure 


20th Century Mutual of Detroit 

LANSING—Supreme Mutual Life of 
Chicago has entered a _ reinsurance 
agreement with 20th Century Mutual 
in Detroit, the latter having been tak- 
en over by the department. The agree- 
ment, according to the department, 
precludes any possibility of loss to 
policyholders. 





Guaranty Savings Lite Names 2 


Guaranty Savings Life has elected 
Jay C. Leavell vice-president and di- 
rector of sales promotion and adver- 
tising, and Jefferson D. Henry, vice- 
president and director of personnel and 
purchasing. Mr. Leavell joined the 
company in 1952 as agency secretary 
and editor of publications, Mr. Henry 
in 1953 as assistant to the president. 


000 or more. Who Writes What? lists 
these companies, shows the minimum 
amount and gives the name of each of 
the special contracts. 

With American business expanding 
throughout the world, a natural ques- 
tion is, “Who writes foreign risks?” 
Who Writes What? now gives these 
answers, classifying group insurance, 
individual risks, U. S. citizens, foreign 
nationals, U. S. firms, foreign firms, 
and listing the foreign countries in 
which U. S. companies are writing this 
business. 

Other new unusual subjects include 


“Who issues life insurance to women 
at a lower rate than for men?” and, 
“Who guarantees issue of plans funded 
by individual life insurance policies 
for groups, waiving the usual under- 
writing requirements?” 

Among the more general life insur- 
ance subjects treated in Who Writes 
What? are surplus business, term in- 
surance, including mortgage protection, 
non-medical, disability, investment 
contracts, accident and sickness, single 
premium contracts, substandard, avia- 
tion, pension plans, salary savings, ad- 
vance premiums, settlement options, 


brokerage, limits and group. Since 
many of the subjects are of somewhat 
an overlapping nature, the book is not 
divided into specific sections, but each 
subject is carefully indexed under all 
of the numerous questions it answers. 
All subjects have, of course, been 
brought right up to date. Selling singly 
at $3.50 a copy, the new 1955 Who 
Writes What? may be obtained imme- 
diately, on approval if desired, from 
the National Underwriter Company. 
420 East Fourth Street, Cincinnati 2, 
Ohio, or any National Underwriter 
office. 





practices. 


business. 


No. 24 of a series. 


LEADERSHIP 


We have remarked often that The National Underwriter pro- 
vides leadership to those in insurance who are responsible for 
policy making, who establish the pattern to be followed, and who 


determine the changes that are to be made in procedures and 


Practically all such people, in whatever echelon of the business 
they may be, read The National Underwriter, and by doing so 
keep completely up-to-date on significant trends, important de- 
velopments, and current events and are able to detect indications 


of what is to unfold in the future. 


The original material appearing in The National Underwriter 
provides them with an insight and understanding that is invalu- 
able. It is often the result of considerable research and study. It is 
written by editors who take the time and trouble to get all of the 


facts and represents creative effort. 


It is not overstating the case to say that by publishing editorials, 
articles, comments, reviews, forecasts and trends, written know- 
ingly and authoritatively, The National Underwriter is providing 
leadership to those who guide the destinies of the insurance 
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CAN YOU LEAD A HORSE 
TO WATER 
AND MAKE HIM DRINK? 


It’s not as hard as you think: 

the secret lies in making the horse thirsty. 
And this secret is the key to success 

in the life insurance business. 


You see, an underwriter’s success or 
failure hinges on his ability to make a 
customer fee/ the need for life insurance. 
And right here is where a man can use 

all the help he can get! In addition 

to selling sense, a man in the field must have two things 
from his company: 1. a varied portfolio of competitive 
contracts to fit every customer requirement, and 

2. salespromotion material that “makes the horse thirsty” 
—that arouses the feeling of “need” in the prospect. 


American United men are hanging up new records of 
good business, making money for their policyholders, for 
themselves and for the company, because they have a full 
complement of practical and competitive selling equipment. 








AMERICAN UNITED LIFE 
INSURANCE COMPANY 
INDIANAPOLIS, INDIANA 


Assets over $118 million, insurance in force over $600 million 










Hospitalization 


Jn D, MaccAsthur, President 
Chicago 30, Illinois 





Knapp, Hover Named 
by Mutual Benefit Life 


Mutual Benefit Life has named Rus- 
sell B. Knapp and John B. Hover gen- 
eral agents at New York City and 
Charleston, W. Va., respectively. 

Mr. Knapp will take over the office 
known as William Street agency, which 





J. B. Hover 


R. B. Knapp 


will move to the Woolworth building 
233 Broadway, April 1. The agency has 
been under the management of Mitchel 
Nowak, brokerage manager, since John 
D. Brundage left to become assistant to 
the president of Bankers National Life 
of New Jersey in 1953. 

Mr. Knapp has been with the com- 
pany 17 years, having joined it at 
Cleveland and subsequently serving at 
Des Moines and at the Youngman 
agency in New York City, where he 
was associate general agent. 

Mr. Hover succeeds Robert M. Gif- 
fen, who will continue with the agen- 
cy in personal production. Mr. Hover 
began his career in 1941 at Charleston 
with Bankers Life of Iowa, becoming 
its manager at Salt Lake City in 1949. 


Mutual Benefit’'s New 
Business Up 30% 


New business of Mutual Benefit 
Life increased 30% during the first 
two months of this year, compared 
with the similar period of 1954. Life 
sales totaled $54,233,660, compared 
with $41,800,074. 


Would Prevent Cancellation 

A bill introduced in the Rhode Is- 
land house would prohibit any com- 
pany writing insurance in the state 
from cancelling a policy during the 
contract term without the full consent 
of insured. Violation could lead to 
revocation of the insurer’s license. 





A Complete Sine of Coverage 


Life Insurance Accident ¥ Health 
Medical. Surgical 
Excellent Opportunities for Capable Salesmen 


Bankers Life Y Casually Company 
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Convention Dates 





March 24-25, Society of Actuaries, regional, 
Commodore hotel, New York City. 

March 26, Arizona Assn. of Life Underwriters, 
annual, El Conquistador hotel, cson. 
March 28-30, National Assn. of Insurance Com- 
missioners, blanks committee meeting, Com- 

modore hotel, New York City. 

March 30-April 1, National Assn. of Insurance 
Commissioners, zone 5 meeting, La Fonda 
hotel, Santa Fe, N. Mex. 

March 31, Connecticut Assn. of Life Under- 
writers, annual Yale Law School, New 
Haven. 

April 25-27, LIAMA Combination Companies 
Conference, the Cavalier hotel, Virginia 
Beach, Va. 

April 27, Confederation Life Assn., annual, 
Toronto, Ont., Can. 

April 27-29, National Assn. of Insurance Com- 
missioners, zone 2 meeting, Sheraton-Bel- 
vedere hotel, Baltimore. 

April 29-30, Kansas Assn.\of Life Underwriters, 
annual, Jayhawk hotel, Topeka. 

April 29-30, Iowa Assn. of Life Underwriters, 
annual, Sioux City. 

April 29-30, New England General Agents & 
Managers Conference, Ocean House, Swamp- 
scott, Mass. o 

May 1-4, National Assn. of Insurance Commis- 
sioners, zone 3 meeting, Seelbach hotel, 
Louisville, Ky. 

May 4-6, American Management Assn., In- 
surance Conference, Statler hotel, New York 
City. 

May 5-6, Ohio Assn. of Life Underwriters, an- 
nual, Shawnee hotel, Springfield. 

May 6, Illinois Assn. of Life Underwriters, an- 
nual, La Salle hotel, Chicago. 

May 6-7, Pacific northwest General Agents 
& Managers Conference, Spokane, Wash. 
May 9-11, H & A Underwriters Conference, 
annual, King Edward hotel, Toronto, Ont,. 

Can. 

May 9-10, Assn. of Life Insurance Counsel, 
spring meeting, Greenbrier hotel, White Sul- 
phur Springs, W. Va. 

May 9-11, LIAMA Agency Officers Round Ta- 
ble, the Homestead hotel, Hot Springs, Va. 
May 12, Michigan Assn. of Life Underwriters 
annual, Veterans Memorial building, Detroit. 
May 16-18, Canadian Life Insurance Officers 
Assn., annual, Seigniory club, Montebello, 

Quebec. 

May 16-18, Home Office Life Underwriters 
Assn., annual, Sheraton-Brock hotel, Niagara 
Falls, Ontario. 

May 18-20, Life Insurers Conference, annual, 
Broadmoor hotel, Colorado Springs. 

May 19, New Hampshire Assn. of Life Under- 
writers, annual, Carpenter hotel, Manchester. 

May 20, New York State Assn. of Life Under- 
writers, annual, De Witt Clinton hotel, 
Albany. 

May 20, Colorado General Agents & Managers 
Conference, Cosmopolitan hotel, Denver. 
May 20, Colorado Assn. of Life Underwriters, 
annual, the Cosmospolitan hotel, Denver. 
May 23-25, Insurance Accounting & Statistical 

Assn., Palmer House, Chicago. 

May 26, Wisconsin Assn. of Life Underwriters, 
annual, Elks club, Milwaukee. 

May 27, Wisconsin Assn. of Life Underwriters, 
sales congress, Elks club, Milwaukee. 

May 30-June 3, National Assn. of Insurance 
Commissioners, annual, Biltmore hotel, 
Angeles. 

June 1, Actuarial Club of the Pacific States, 
annual, Coronado hotel, San Diego. 

June 2-3, Society of Actuaries, regional, Hotel 
del Coronado, Coronado, Cal. 

June 3, Tennessee Assn. of Life Underwriters, 
annual, Andrew Jackson hotel, Nashville. 

June 10-11, Maryland Life Underwriters 
Assn., annual, Alexander hotel, Hagerstown. 

June 12-13. North Carolina Assn. of Life Un- 
derwriters, annual, George Vanderbilt hotel, 
Asheville. 

June 12-16, Insurance Division of the Special 
Libraries Assn., annual, Hotel Statler, De- 
troit. 

June 13-15, Internation! Assn. of A & H 
Underwriters, annual, Gunter hotel, San 
Antonio. 

June 17-18, Alabama Assn. of Life Underwrit- 
ers, annual, Muscle Shoals hotel, Sheffield. 

June 17-19, Consumer Credit Insurance Assn., 
annual, Nippersink Manor hotel, Genoa 
City, Wis. 

June 23-25, Texas Assn. of Life Underwriters, 
annual, Texas hotel. Fort Worth. 

June 24, Texas General Agent & Managers 
Conference, Texas hotel, Fort Worth. 

June 24-25, Georgia Assn. of Life Underwriters, 
annual, Hotel Dempsey, Macon. 

June 27-29, American Life Convention medical 
section, The Homestead hotel, Hot Springs, 
Va. 

June 27-30, Million Dollar Round Table, an- 
nual, Greenbrier hotel, White Sulphur 
Springs, W. Va. 

July 7-9, International Assn. of Insurance 
Counsel, annual, Hotel del Coronado, 
Coronado, Cal. . 

Aug. 2-5. National Insurance Assn., annual, 
Hollenden hotel, Cleveland. 
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ASSOCIATIONS 


Pa. Assn. Annual May 19; 
Caravan Apr. 19-22; Fete 
Legislators Apr. 26 


Pennsylvania Assn. of Life Under- 
writers will hold its annual meeting 
May 19-20 at George Washington ho- 
tel, Washington, Pa., opened by a 
board session at noon May 19. Ken- 
neth L. Anderson, staff editor of In- 
surance R & R, Indianapolis, will speak 
at the banquet. 

Delegates will meet at 9:30 a.m. the 
20th. The session will close with a 
luncheon. William P. Lynch, Pruden- 
tial vice-president, will speak. A com- 
mittee of the Washington branch of the 
Pittsburgh association is arranging the 
affair. 

The state association’s annual sales 
congress caravan will be at Penn Alto 
hotel, Altoona, April 19, Colonial 
Country Club, Harrisburg, April 20, 
Frolic’s ballroom, Allentown, April 21, 
and American Legion Home, Wilkes- 
Barre, April 22. 

Speakers will be Russel G. Gohn, 
manager Philadelphia Life, York; Alan 
L. Reed, director of agencies, Pruden- 
tial; Pasquale A. Quarto, director of 
training Life Underwriter Training 
Council, New York city; and Andrew 
A. Adinolfi, regional manager John 
Hancock, Philadelphia. 

Insurance Commissioner Smith will 
address a Pennsylvania association 
legislative dinner April 26 in Harris- 
burg. Gov. Leader will attend. 





Denver—Oren D. Pritchard, Union Central 
manager at Indianapolis and a candidate for 
trustee of NALU, addressed the February 
meeting, pointing to the many advantages ac- 
cruing both to producers and policyholders 
through the work of the National and local 
agents’ associations. 


Gary, Ind. - The Calumet association was 
addressed by William E. North, manager of 
the northern Illinois branch of New York 
Life, Chicago. 


Lima, O.—Speaker was Martin’ Feigert, 
Massachusetts Mutual Life, Van Wet. 


South Bend, Ind.—‘“‘Stay With It!” was the 
topic of Carlyle P. Ruhl, Indiana director of 
agencies for Prudential. 


Jackson, Mich.—Speaker was Home Hilton, 
Jr., assistant vice-president of Jackson Na- 
tional Bank. Edward Cimok was honored for 
his work as LUTC chairman. 


District of Columbia—Horace R. Smith, 
superintendent of agencies of Connecticut 
Mutual Life and a former director of the 
Purdue course, spoke at the March meeting. 


Green Bay Wis.—Robert E. Nelson, C.P.A., 
spoke on ‘‘Taxes and Estate Planning” at the 
March meeting of the Northeastern Wisconsin 
association. 


San Antonio, Tex.—Prospecting was the 
topic at the March meeting, Leon McMahon, 
Jefferson Standard, giving the ordinary agent’s 
view, and Pete Chism, National L. & A., pre- 
senting his methods as a combination man. 


Austin, Tex.—Speaker was O. P. Schnabel, 
San Antonio manager for Jefferson Standard 
Life and a trustee of NALU. Deploring the 
agent who criticizes the other insurance com- 
pany, he paid tribute to the man who tells 
the owner of a policy it is better than the one 
being offered by the agent because it is al- 
ready in force. 


Pittsburgh—Joseph L. LoBosco of Manu- 
facturers Life at Hamilton, Ontario, spoke on 
how he became a member of MDRT in his 
first full year with his company and in the 
next two ensuing years qualified for ilfe 
membership in MDRT. 


Milwaukee—Benjamin N. Woodson, president 
of American General Life, spoke on “A New 
Look at Life Insurance.” The event was desig- 
nated “Cashiers day” and agency cashiers 
were invited guests. 


Central Texas—Donald Richardson, Austin 
agency manager for American National, spoke 
on the problem of keeping the attention of 
the prospect while making a sales presen- 
tation at the March meeting of Central Texas 
Assn. of Life Underwriters—Bryan and Col- 
lege Station. The following men were appoint- 


ed as members of the committee to make a 
study of the best methods of securing and 
assuring presentation of life insurance ma- 
terial in the high school of Bryan and College 
Station: James Daniels, chairman, and John 
B. Longley, both of American General Life, 
and Edgar Morris, New York Life. 


District of Columbia—Horace R. Smith, su- 
perintendent of agencies of Connecticut Mu- 
tual, spoke. Six were nominated for directors, 
of whom two will be elected in May. 


Newark—Robert L. Walker of Orlando, Fla., 
president of National Assn. of Life Under- 
writers, and Commissioner Howell of New 
Jersey, spoke at the March meeting. 


Fox River Valley, Wis.—L. J. Larson, execu- 
tive vice-president of National Guardian Life, 
was speaker at the March meeting at Menas- 
ha. The Equitable Reserve Assn., Neenah, was 
host. 


Seattle—Herbert C. Wickstrand, Mutual of 
New York agent, was speaker at the March 
meeting. 


Toledo 0O.,—Harry N. Phillips of Detroit, 
regional group manager for Sun of Canada, 
was speaker at the March meeting. 


Akron—Harry N. Kail, Cleveland, was 


speaker at the March luncheon meeting. 


Sales Meets at S. F. 


The San Francisco and Oakland as- 
sociations conducted indentical sales 
congresses this week. The speakers 
were Reed C. Nelson, general agent 
of American Mutual Life at Oakland; 








Robert E. Little, general agent of Paul 
Revere at San Francisco; Phillip Knox, 
Jr., Oakland attorney, and Thomas C. 
Kallan of the Kallan & Byers general 
agency of Pacific National of Utah. 

The meeting opened with a break- 
fast of the San Francisco association, 
and the same program was presented 
for a luncheon of the Oakland-East 
Bay association. Kergie Moore, Paci- 
fic Mutual Life, was chairman for both 
meetings. 


Hervin Retiring After 41 


Years with Metropolitan 


I. E. Hervin, manager at Portland, 
Ore., for Metropolitan Life, is retiring 
after 41 years with the company. He 
has been manager for 26 years. He 
plans to make a trip to Europe with 
Mrs. Hervin. 

Mr. Hervin was guest of honor'at a 
dinner which was attended by Henry 
E. North, vice-president, and James O. 
Klein, superintendent of agencies in 
the Pacific Coast head office. Mr. Her- 
vin is a past president of Oregon Life 
Managers Assn. 


Certiorari Denied 
WASHINGTON—The Supreme 

Court denied certiorari writ in No. 

558k, John Hancock vs. Beardslee. 


Travelers Group Plan 


Is Main Issue in 
L.&N. Rail Strike 


LOUISVILLE—The health and wel- 
fare program to which the railroad 
unions are endeavoring to have the 
Louisville & Nashville Railroad agree 
is apparently the main bone of con- 
tention in the strike of about 20,000 
workers on the L. & N. and controlled 
roads which has tied up all traffic for 
more than a week. 

Many workers have their own in- 
surance and have indicated they do 
not desire to accept the union’s com- 
pulsory program, which, incidentally, 
is underwritten by Travelers and is in 
effect for more than 400,000 railway 
employes throughout the country. The 
L. & N. has its own voluntary program 
for its employes under which the com- 
pany pays $5.40 a month and the par- 
ticipating employes pay $1.85. The 
railroad contends it cannot, under 
Kentucky law, deduct premiums from 
employes without their specific ap- 
proval. Under the union compulsory 
plan the deduction would be $6.80 
a month per employe. 
























THE FLEXIBLE FIVE-STAR 


LNL agents like to prescribe the flexible 
Five-Star Annuity for doctors, lawyers and 
others who must provide their own old-age 


income. 


The 


LINCOLN 


Optional maturity dates enable the policy- 
holder to start his income early or late— 
anytime between ages 50 and 70. This flexi- 
bility brings definite tax advantages. And life 
insurance protection is provided by this low 
net-cost participating policy, in addition to 
the annuity benefits. 

Lincoln National’s flexible Five-Star An- 
nuity is another reason for our proud claim 
that LNL is geared to help its field men. 


INSURANCE COMPANY 


Fort Wayne 1, Indiana 
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The Chromium Trimmed Insurance Policy 


Ever since the automobile manufac- 
turers began announcing their 1955 
models we have been impressed by the 
sharp contrast between the glib and 
informed way in which people discuss 
each “improvement” and the attitude 
of contented ignorance which these 
same people display toward life in- 
surance. 

It shouldn’t be like that. Flashing 
acceleration and bigger brakes have an 
understandable appeal. But so has the 
peace of mind that comes with a well- 
planned and adequate life insurance 
program. The flurry of public interest 
that has followed the stepped-up com- 
petition in the “special” policy field 
shows that people can become inter- 
ested in talking about life insurance. 
But they won’t do it unless the com- 
panies get as excited about their prod- 
ucts as the automobile manufacturers 
are about theirs. 

There is a need, we believe, for sim- 
plified, dramatized concepts in life in- 
surance merchandising. It has been 
too easy to take refuge in the argument 
that life insurance is too complex for 
the average mortal to understand. So 
it is. But have you ever looked at the 
innards of an automatic transmission? 
In comparison the most intricate life 
insurance policy ever devised is ABC. 
Yet the forbidding array of pumps, 
servos, sun-and-planet gearing, and 
Detroit knows what else doesn’t pre- 
vent the car owner from loving his 
automatic transmission. With enthusi- 
asm and a wealth of superficial infor- 
mation, he will talk knowingly and at 
length on the comparative merits of 
the different makes. 

The lesson for life insurance is that 
it isn’t necessary for the buyer to un- 
derstand the intricate details of what 
he is buying —if his enthusiasm can be 
aroused. He must believe in what it 
will do for him to the point where he 
becomes enamoured of its good points 
and insensitive to its drawbacks. The 
automatic transmission has the one 
virtue of smooth, shiftless acceleration. 
But Detroit has done a masterful job in 
blinding the public to the device’s ob- 
vious faults—higher initial cost, higher 
gasoline consumption, wasting of power, 
increased maintenance costs and shock- 
ingly higher repair cests than the 
standard transmission. 

If Detroit can get buyers to flock to 
today’s fantastically complicated auto- 
mobiles it should certainly be possible 
for the life insurance business to make 
its product, complex as it is, much more 


appealing to its market. Why shouldn’t 
policyholders be talking about the ex- 
citing new life insurance policies they 
have bought? Insurance contracts are 
certainly of greater basic importance 
to their owners than what kind of 
transportation they ride around in. 

Perhaps a start would be to promote 
a better understanding of the various 
parts or features of the life insurance 
contract. “Hydra-matic” and “Dyna- 
flow” are terms that mean something 
even to the man who doesn’t know dif- 
ferential from deferential. But how 
much does “option A” convey to him? 
Or “nonforfeiture provisions”? 

Along with a better understanding 
of simplified descriptions of life insur- 
ance features should go the promotion 
of a less secretive attitude toward one’s 
life insurance holdings. Agents should 
of course continue to regard informa- 
tion obtained from a client or prospect 
as confidential. But why shouldn’t 
policyholders talk more openly about 
their life insurance programs? Fear of 
being thought immodest? But they 
don’t mind showing their affluence in 
the homes, automobiles, clothes, and 
other material possessions they acquire. 

Probably a more likely reason men 
don’t talk about their life insurance as 
freely as about their other assets is 
that they’re ashamed of how little in- 
surance they own. Fostering of greater 
openness about one’s life insurance 
should have a healthy effect on the 
underinsured breadwinner. He might 
wonder whether he was actually be- 
having in an adult manner to put so 
much of his income into rapidly-de- 
preciating physical assets while neg- 
lecting the property that never stops 
appreciating. 

Life insurance needs to have its 


PERSONALS 


John Bond, Mutual Benefit Life 
agent at St. Johns, has been selected 
as Michigan’s “young man of the 
year” by the state Junior Chamber 
of Commerce. Mr. Bond, who is 28, is 
said to be Michigan’s youngest life 
member of the Million Dollar Round 
Table. 


George W. Bourke, president of Sun 
Life of Canada, has been elected a 
director of the Canadian Pacific Rail- 
way. 

W. E. Bixby, president of Kansas 
City Life, has been elected president 
of Kansas City crime commission. 








public understand much more about 
it than that it will pay off on death or 
retirement, which is about like saying 
of an automobile that it will get you 
where you want to go. “Features” are 
what sell automobiles and they should 
help sell life insurance. It will require 
some ingenuity to determine what 
“features” can best be sold to the pub- 
lic. But it seems like a project well 
worth pursuing. 


DEATHS 


EARL C. HENDERSON S8R., vice- 
president and actuary of Connecticut 
General Life since 1944, died at his 
home in West Hartford. He organized 
the present-day field budget system 








ww 





E. C. HENDERSON SR. 

of the company and laid the founda- 
tion for the home office budget. He 
began his career with London Life, 
later joined Crown Life in Toronto 
and went with Connecticut General 
in 1920. He was a fellow of the Socie- 
ty of Actuaries. 


JOSEPH CHARLEVILLE, 71, man- 
aging director of Los Angeles Life In- 
surance Managers Assn. and retired 
executive secretary of Life Under- 
writers Assn. of Los Angeles, died at 
his home at Pasadena. Mr. Charleville 
joined the underwriters association as 
secretary in 1928, after a varied ca- 
reer outside insurance, and retired in 
1953. In 1953 he was awarded the Will 
G. Farrell trophy, presented by the 
Los Angeles chamber of commerce to 
a life insurance man of the city who 
renders notable civic service. He was 
a member of the Los Angeles CLU 
chapter and the Los Angeles Quarter 
Million Dollar Round Table. His wi- 
dow, Marida, was his chief assistant 
in handling details of association af- 
fairs. 


WALTER S. CHRISTOPHERSON, 
supervisor of agencies and assistant 


secretary of Empire State Mutual Life, 
died at Jamestown, N. Y. Mr. Chris- 
topherson had been with the company 
since 1943 and previously had con- 
ducted a general line agency in James- 
town. 


WALTER T. O’DONOHUE, 65, for 
many years with Jefferson Standard 
and Pilot Life, died. Prior to going 
with Pilot Life as vice-president in 
1931, he was with Jefferson Standard 
for about 20 years. Upon leaving Pilot, 
he was with Manhattan Life for about 
five years. He then rejoined Jefferson 
Standard and did field work on the 
west coast until 1938. He was with 
the former Reserve Loan Life of Tex- 
as until his retirement some _ years 
ago. 


STANLEY F. McCLUNG, 77, re- 
tired vice-president and director of 
Pacific Mutual Life, died at Los Ange- 
les. 





Conn. General Promotes 
Six: Parr and Scheller 
Named Vice-presidents 


Connecticut General Life has pro- 
moted James C. Parr and Oswald P. 
Scheller to 2nd vice-presidents of the 
securities and mortgage and real estate 
departments, respectively, Samuel B. 
Reed to secretary of the claim depart- 
ment, Dr. Otto G. Goldkamp to assist- 
ant medical director Walter E. Hanson 
to assistant counsel, and John S. 
Wyper to assistant secretary in the 
underwriting department. 

Mr. Parr joined the company in 1948 
and was appointed securities depart- 
ment secretary in 1953. Mr. Scheller 
entered the company in 1938 and was 
named mortgage and real estate de- 
partment secretary in 1948. Mr. Reed, 
who joined the company in 1930, has 
been assistant secretary of the claim 
department since 1950. Dr. Goldkamp 
went with the company in 1950. Mr. 
Hanson joined the company’s legal 
department in 1941. Mr. Wyper joined 
the life underwriting department in 
1946 and has been senior underwriter 
since 1951. 





Occidental Cities Group Leaders 


Five Occidental Life of California 
men received awards at the company’s 
Top Club convention in Palm Springs, 
and the western regional convention 
in San Francisco for leading the com- 
pany in group, life and A&H premiums 
during 1954. 

Leaders in group A&H sales were 
John W. Davis, DeVries agency, Los 
Angeles; General Agent Dewey R. 
Mason, Riverside, Calif.; and General 
Agent Harry Wraith, Oakland. 

Leaders in group life, having placed 
more than $1 million of this business 
in 1954, were Ruskin Cook, DeVries 
agency; C. Everett Moon, Dickson- 
Blevens agency, Los Angeles; and J. 
W. Davis. 





Maryland Assn. Meets June 10-11 

Maryland Life Underwriters Assn. 
will hold its annual meeting June 10- 
11 at Hagerstown. 
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a Elton Bragg, Guardian Life, New York City, NALU treasurer; Lawrence W. - GEORGE KOLODNY, President. 
Biles Jackson, NALU executive assistant who is headquarters aid to GAMC; Robert ee 
C. Gilmore, Jr., Mutual Benefit Life, Bridgeport, Conn., immediate past presi- 
5 a. dent of NALU; Emmett Milholland, Ohio National, Cincinnati, general chairman 
of the midyear meeting committee, and Victor Miller, Connecticut Mutual, 
president Columbus Life Managers Assn. 
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Adams Foresees Federal Regulation Evils 


(CONTINUED FROM PAGE 1) 





powerful supervisory official it is 
conceivable that in times of stress 
great pressure would be put upon the 
life insurance companies to divert 
their resources to the weaker and less 
stable forms of investment to bolster 
up a sagging economy in the supposed 
interest of the common welfare. Such 
suggestions have not been wholly un- 
known in the past but they were ad- 
vanced as mere matters of persuasion 
not backed by punitive power. How- 
ever, had power existed, it might well 
have been used.” 

Another danger foreseen by Mr. 
Adams under federal regulation is a 
monopolistic trend. Perhaps in no 
business in America have the small, 
well-managed companies a_ fairer 
chance and a greater opportunity in a 
fiercely competitive field, a situation 
which he said stems at least in good 
part from the sympathetic supervi- 


sion of home commissioners of home 
companies in every state of the union. 
This is advantageous to all companies 
in the entire business, said Mr. Adams, 
adding “it is at least debatable wheth- 
er the same atmosphere would prevail 
if power were centralized in distant 
Washington.” 

Mr. Adams pointed out that the 
presumed weakness arising from divi- 
sion of authority and conflict of policy 
has largely been resolved through the 
National Assn. of Insurance Commis- 
sioners. 

It is difficult to believe, he said, 
that the wisdom or the vigilance of the 
federal gegulatory agency would be 
greater than that of the state commis- 
sioners. 

“Men do not become supermen be- 
cause they move to Washington,” he 
said. “But bureaucrats easily become 
superbureaucrats there. What form of 
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ACTUARIAL MATHEMATICIAN 


Outstanding opportunity in professional firm for Actu- 
arial Mathematician with some punch card experience 
who is deeply interested in the creative and imaginative 
challenge of applying electronic computers to business 
procedures. Late 20's to early 30's. Opportunity to build 
professional reputation. Some travel. New York or Chi- 
cago. Reply in complete confidence to Box E-3, The 
National Underwriter Co., 175 W. Jackson Boulevard, 


(Clip and mail to a friend 
who may be interested.) 














PENSION TRUST MANAGER 
CHICAGO 


We have an unusual opportunity for one 
man—28 to 35 years old, married, Illinois 
resident in the Chicago territory with 2 to 3 
years experience in group or ordinary life 
brokerage, or pension trust brokerage—at 
a satisfactory salary plus expense allowanco 
with a definite agreement covering an in- 
terest in the Agency on attainment of spe- 
cific reasonable goals, to act as resident 
manager of the first small Chicago life and 
pension trust brokerage office (no group) 
of one of the 25 largest life companies. 
Address D-99, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








SAN FRANCISCO 
sales promotion 


OPPORTUNITY 


A leading west coast life and disability insurance 
company has need for a sales promotion pro- 
ducer. Must be real idea man with direct mail 
know-how—a good organizer with enthusiasm 
and drive. Man we want is now successfully em- 
ployed but looking for a unique opportunity to 
achieve outstanding results. Salary open —no 
ceiling on opportunity for growth and advance- 
ment. Write in confidence Gerth-Pacific Adv. 
Agcy., 604 Mission, San Francisco 5. 








WANTED 


Experienced man to develop life insurance de- 
partment with Large Local and General Agency. 
Excellent future for an aggressive and conscien- 
tious person. State Age, experience, Salary de- 
sired. Write—E-4, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








ACTUARY AVAILABLE 


Under 35. Associate of Society of Actuaries’. One 
examination away from Fellowship. Present salary 
$13,000. Seeks new connection. Please address any 
inquiries to: Box D-95, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, III. 

















ACCIDENT AND SICKNESS EXECUTIVE 


Man of 25 years experience as executive in produc- 
tion, claims, underwriting, group and general 
administrative departments of accident and sick- 
ness companies desires connection with company 
at home office. Experience also in closing and ad- 
ministering large group life plans. Available for 
suitable position anywhere in United States. Ad- 
dress 26, The National Underwriter Co., 99 





John St., New York 38, N. Y. 





federal regulation has proved itself to 
be superior to the type of state super- 
vision of life insurance? This is a 
fair question to which I think there 
is no answer. The guard we have has 
kept the stronghold of life insurance 
safe. We firmly believe that it is not 
in the public interest to change the 
guard.” 

Discussing the current developments 
threatening state supervision, Mr. 
Adams said he had examined each of 
the complaints filed by the federal 
trade commission against A&H com- 
panies for alleged false advertising 
and that he is convinced that with 
perhaps one or two exceptions, none 
of the companies cited deliberately 
made false statements in their adver- 
tising, nor did they make statements 
which were intended to deceive. 

“There is no contention that the 
companies involved are not furnishing 
a valuable service to their policyhold- 
ers and no implication can or should 
be drawn that they have not provided 
a dollar’s worth of benefit for every 
dollar in premiums paid,” he said. 


However, a disturbing element in 
the situation is that when Chairman 
Howrey of the FTC made his report 
to the House committee on foreign and 
interstate commerce, he was questioned 
on the matter of jurisdiction by Rep. 
Wolverton, ranking minority member, 
who said that if there was any doubt 
about the matter of FTC jurisdiction 
he would sponsor a bill making it suf- 
ficiently extensive and abundantly 
clear. 

The second factor in the push for 
federal supervision, the scandals aris- 
ing out of mal-administration of union 
welfare funds, makes it important that 
the insurance aspect of this question 
be handled by effective measures at 
the state level before the broader issue 
becomes critical, said Mr. Adams. A 
comprehensive federal bill might be 
quite far reaching but fortunately 
such legislation is not likely this year. 

In this connection, Mr. Adams criti- 
cized the position of the unions in 
attacking what they call “phantom” 
commissions. They demand the right 
to deal directly with the insurer and 
receive a cost discount equivalent to 
the agent’s commission. This is di- 
rectly contrary to law in every state 
that has an anti-discrimination statute. 
Companies need not by law pay a com- 
mission but they are forbidden to 
reduce the premium or increase the 
dividends in consequence. 

“To breach this dike of anti-dis- 
crimination laws would be fatal to the 
agency system through which the in- 
stitution of life insurance has been 
built,” Mr. Adams said. 


He pointed out that the same princi- 
ple applies to other lines of endeavor. 
For example, automobile companies 
cannot by-pass their dealers and hold 
their organizations. Life insurance 
must stand fast on this matter, he de- 
clared. 

The third source of concern over 
federal regulation is the credit insur- 
ance investigation being eonducted by 
a subcommittee of the Senate judiciary 
committee. It was this committee that 
raised the question as to whether pub- 
lic law 15 should be amended or re- 
pealed and warned that the subcom- 
mittee “will not forever accept ‘at- 
tempts’ at regulation as a substitute 
for the regulation of the business of 
insurance by the states. The patience 
of the federal government with those 
who would abuse the good name of 
insurance will some day come to an 





Three hardworking members of the 
building committee at the NALU mid- 
year meeting in Columbus: Grant 
Taggart, left, California- Western States 
Life, Cowley, Wyo.; ‘Charles E. Cleeton, 
Occidental of California, Los Angeles, 
chairman of the building committee; 
and Herbert A. Hedges, Equitable of 
Iowa, Kansas City. All are past presi- 
dents of NALU. 








end.” 

“These are strong words,” Mr. 
Adams observed. “This is possibly the 
most severely critical language which 
has ever emanated from a committee 
of the American Congress in refer- 
ence to life insurance. It is the more 
astonishing because it deals with a 
peripheral subject. It constitutes a 
warning rather than a program. How- 
ever, the fact that the body issuing it 
is a subcommittee of the judiciary com- 
mittee which has jurisdiction over the 
McCarran act [public law 15] adds to 
its significance and makes it something 
which cannot safely be ignored.” 

In connection with efforts to obtain 
a trade practice conference with the 
FTC to arrive at a set of standards 
in A&H advertising, Mr. Adams said 
that “one impelling consideration in 
this connection doubtless was the pub- 
lic relations aspect of the jurisdictional 
defense, which is in effect a plea, not 
that we are innocent, but that the 
wrong policeman caught us.” 





Interest on Investments 
Highest in 15 Years 


The net rate of interest earned on 
invested funds of U. S. life companies 
rose in 1954 to the highest level in 15 
years, although still materially below 
the level of the 1930s and previous 
years, Institute of Life Insurance re- 
ports. 

The net rate earned by the life com- 
panies in 1954 was 3.46% before fede- 
ral income taxes and 3.24% after such 
taxes. This compared with 3.36% 
before taxes and 3.15% after taxes the 
year before. the before-tax rate was 
higher than in any year since 1942 
when it was 3.36%. 

The increased investment earnings 
have been an important factor in the 
recent advances in policy dividend 
schedules, last year’s dividends to 
policyholders being $396,600,000 great- 
er than in 1947. 





Pru Reorganizes N. J. Agencies 
Prudential Apr. 1 will establish a 
new agency in Paterson, N. J., with 
Donald A. King as manager, and will 
reorganize the Hackensack agency 
with C. Jordan Kreutzer as managel. 
Mr. King joined the company im 
1930 and has been associate manager 
in Hackensack since 1952. Mr. Kreut- 
zer joined the company in 1945 and 
headed the Murray Hill agency since 
1952. He succeeds Duncan A. Macfar- 
lan, named director of agencies for 
Prudential’s south central home office 
in Jacksonville. The company has not 
named a manager at Murray Hill. 
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Hear Plans tor New NALU Home 


(CONTINUED FROM PAGE 1) 





sary to expand for at least 20 years. 

In providing for future expansion, 
Pereira & Luckman have given the 
owners two alternatives. One would 
be to expand the building further to 
the south. The same louvered motif 
now planned for the front of the 
memorial would be continued farther 
along, and the staircase leading up to 
the foyer would be made in such a 
way that it could be moved and cen- 
tered to retain symmetry. The other 
plan would involve a smaller addition 
of a character that would not neces- 
sitate moving the stairs. 

All members who subscribe for 
$100 or more will be listed as “charter 
builders,” and their names will be in- 
scribed on a tablet to be placed in the 
main foyer of the building. Subscribers 
of less than that amount will have 
their names written on parchment in 
a book which will be placed under 
glass along side of the tablet. 

Some 1,700 persons have already 
qualified as charter builders. Mr. Clee- 
ton said he feels that in view of the 
fact that the entire project is now in 
the “specific” stage hundreds more 
will want to become charter builders 
“and have their names memorialized 
forever in this beautiful building.” 

At the National Council meeting 
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During 1954, over $48,000 was’ 
given by LUTHERAN BROTHERHOOD 
to Lutheran church “branches” for 
benevolence work within the local 
congregations. Almost $257,000 has 
been distributed in this manner since 
the plan was inaugurated. 
This is another part of the LUTHERAN 
BROTHERHOOD Story .. . fulfilling 
the principles stated in Article I of 
its Articles of Incorporation, .. . 
“to aid the Lutheran Church in ex- 
tending the Lutheran Faith .. .” 


LIFE INSURANCE IN FORCE $556,341,840 


A Life Insurance Society for Lutherans 


Lutheran Brotherhood 


Legal Reserve Life Insurance 
CARL F. GRANRUD, President 











608 Second Avenue So. *« Minneapolis, Minn. 


INSURANCE 
COM PANIES 


Bought and Sold— 


Contact us regarding either the sale or 
purchase for CASH of the capital stock or 
management contracts of insurance com- 
panies. All negotiations confidential. 


AT INGO 
—<f ssociales 
BRokers of iNSurance ORganizations 


Ross J. Ream M.M. Walker 


1102’ Waldheim Building 
Kansas City 6, Missouri 
Victor 


Telephone 4466 





Wednesday Mr. Cleeton showed color 
slides of the property and its environs 
and exhibited a large colored sketch 
of the projected building drawn by the 
architects. There was applause for his 
announcement that the board of trust- 
ees had approved its construction. He 
expressed the belief that the property 
located at 22nd and C street NS. is 
reasonable in price, considering its lo- 
cation, and will never depreciate. 

Discussing finances, Mr. Cleeton 
said the purchase of the land is now 
completed, at $108,316. There is re- 
maining in the building fund $173,469, 
plus $11,487 in pledges. While making 
it clear that anything based on the 
amount of rent from LUTC must 
await negotiations with that organiza- 
tion, he used an assumption of 4,000 
square feet rented to LUTC at $5 a 
foot or $20,000 a year. He explained 
that this would be enough to pay off 
a 4%% mortgage of approximately 
$160,000 in 10 years, after which the 
entire rental would be income to 
NALU. 

This would leave about $150,000 to 
raise, and Mr. Cleeton, in a stirring 
exhortation, urged his listeners to be- 
come charter builders by contributing 
$100 or if unable to do that, to con- 
tribute whatever they could. He pre- 
dicted that the new building would 
bring “an entirely new spirit” to 
NALU and would do much to solidify 
the organization, which he declared, is 
the important thing. He said it might 
have been possible to obtain quarters 
at less cost but he stressed the pride 
that members could feel in having a 
building of this character designed 
and constructed with NALU’s exact 
needs in mind and monumental in 
type. He likened the situation to hav- 
ing a suit tailored as against buying a 
‘“hand-me-down.” 

There was a hearty round of ap- 
plause as he concluded his presenta- 
tion. 

In his report as president, Robert 
L. Walker, Peninsular Life, Orlando, 
said that perhaps the greatest single 
need and problem in NALU is that 
of better internal public relations 
within the ranks of its own member- 
ship and through the membership to 
the thousands of qualified men and 
women in the business who are not 
members of NALU. 

“Remember, if you will, that new 
members are sold and brought into 
NALU solely by our present members,” 
he said. “We are doing a far better 
job for our membership and for our 
business than we are generally given 
credit for doing. Too few of our mem- 
bers understand the tremendous 
amount of time and effort spent in 
their behalf by our headquarters 
staff and our officers, or the effective 
results being accomplished by our 
hard-working committees. 

“This lack of understanding and ap- 
preciation at the local member level 
in turn affects every other aspect of 
our work. It affects membership gains. 
No career underwriter could deny our 
claims to his loyalty and appreciation 
if he knows the score. It lessens the 
effective efforts of our local associa- 
tions who do not understand how to 
avail themselves of the assistance 
available through headquarters. The 
work at headquarters is often limited 
by lack of adequate information from 
locals. 

Mr. Walker said: “There appears to 
be a definite improvement in the pub- 
lic relations job being done for NALU 


at local levels, with a parallel increase 
in prestige to local members in the 
eyes of their public. This improvement 
has been fostered by local association 
participation in local civic activities. 
Holders of the National Quality 
Award and LUTC students, in addi- 
tion to CLU’s, are spreading the leav- 
en of professional attitude and pro- 
fessional competence, both within the 
industry and to the local client public, 
he asserted. 

“Moreover, these trends seem to be 
valid for all segments of the business, 
whether debit type agents or ordinary 


only,” said Mr. Walker. ‘we are per- 
haps closer to achieving unanimity in 
basic objectives, and in common in- 
terests—in spite of differing operation- 
al patterns—than at any previous 
time in our history. Perhaps it is 
significant that more than 65% of 
all LUTC students are debit agents. 
Certain it is that more debit agents 
are taking an active part in our work 
and working shoulder to shoulder 
with ordinary agents, united in com- 
mon purpose to strengthen the associ- 
ation and to build a greater business. 
This is as it should be, for good ethics, 











Connecticut General 


What 
Puts Him Ahead 
in Group 
I nsurance 2? 
new concept which shows 


A an employer how to get his 
money’s worth out of his group 
insurance in improved employee 
attitude. 


A concept developed through 
research and experience in the 
field of employee relations. 


A concept which provides effec- 
tive methods to help employees 
better understand and appreciate 
group insurance. 


A concept which opens oppor- 
tunities for sales. 


Add this new concept to a com- 
plete line of products, flexible 
group insurance planning, and a 
claim service second to none. 


This puts the Connecticut Gen- 
eral group man far ahead. 


If you’d like help on any group 
problem, call the nearest office of 
Connecticut General. Or write to 
Connecticut General Life Insur- 
ance Company, Hartford. 
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professional competence, and profes- 
sional attitude—those objectives for 
which the association stands—are the 
common interest of all agents, at 
every level of operation, and of the 
public we serve.” 

John Donohue, Penn Mutual, Balti- 
more, membership chairman, said 
NALU had 42,517 members on March 
17, as against 39,442 a year earlier, 
an increase of 3,075. This year the 
country has been divided into 10 
areas, with a “wheelhorse” in each 
working with and through the state 
membership chairmen in his territory. 
In addition, local associations were 
separated into four categories: Those 
with more than 500 members, those 
with 100 to 200, and those with fewer 
than 100. 

Each of the three largest categories 
was placed in charge of a vice-chair- 
man. It was felt that associations with 
fewer than 100 members would be 
best served by their respective state 
chairmen. 

Each area was given a color desig- 
nation and the inter-area “battle of 
the rainbow” has generated an enthus- 
iastic response and produced results 
far beyond expectations. 

o e 1 

Reporting as group committee chair- 
man, David B. Fleugelman, Connecti- 
cut Mutual, New York City, past pres- 
ident of NALU, said there is a bill 
before the Nebraska legislature per- 
mitting coverage for large amounts of 
insurance far in excess of the amount 
of the debt involved. He asked that the 
printed report be amended to reflect 
disapproval of this sort of legislation. 

R. L. McMillon, Business Men’s As- 
surance, Abilene, Tex., chairman of 
the disability committee, asked that 
his report be amended to include op- 
position to the federal reinsurance bill 
and to recommend that all insurers 
look into the use of the uniform hos- 
pital claim blank so as to reduce the 
burden on hospital staffs and doctors. 

On motion of Carleton F. Bowman, 
Minnesota Mutual, president of the 
Denver association, the council passed 
a recommendation that the president 
appoint a committee to study what can 
be done to stave off federal encroach- 
ment in the A&H field through co- 
operation of medical, hospital, and in- 
surance interests in meeting all threats 
of government encroachment, and in 
making the public aware of the strides 
that have been made under the private 
enterprise system in the interests of 
the public health, and meeting attend- 
ant cost. Mr. Bowman read a resolu- 
tion to this effect adopted by the 
Denver association Feb. 17. 


President Walker said he would be 
happy to appoint such a committee. 

In his report as managing director, 
Lester O. Schriver said he is still 
an optimist, despite such threats to the 
agency system as social security lib- 
eralizations, the trend toward mass 
selling, price-cutting competition that 
cuts agents commissions, and the sell- 
ing of tontine type policies through 
misrepresentation and promises that 
cannot be made good. 

President Walker called on George 
B. Byrnes, New England Mutual, New 
York City, chairman of the 1955 Mil- 
lion Dollar Round Table. Mr. Byrnes 
said the round table prizes highly its 
members’ membership in NALU and 
enforces strictly MDRT’s by-laws pro- 
vision that a qualifier must be a mem- 
ber of his local life underwriters asso- 
ciation during the entire period of his 
qualification. 

On motion of the Florida association 
the council voted to recommend the 


appointment of a committee that 
would work for legislation to curb 
creditor life insurance excesses and 
abuses. 

Stanley Collins, Metropolitan Life, 
Buffalo, NALU vice-president, report- 
ing as compensation committee chair- 
man, came out against the trend to- 
ward special policies with lower rates 
of commission. He termed this a back- 
ward step in the progress toward a 
higher level of competence among 
agents. President Walker said he felt 
Mr. Collins was expressing the senti- 
ments of the majority of NALU mem- 
bers. 

Harold Baird, Northwestern Mutual, 
New York City, reporting as head of 
the constitution and bylaws committee 
said a new proposed constitution and 
bylaws had been prepared. It would 
not be voted on however until the 
annual meeting in 1956. 

M. L. Camps, John Hancock, New 
York City, reported as chairman of the 
General Agents and Managers Confer- 
ence. 

The NALU trustees met Sunday and 
Monday, the committees met Tuesday, 
and the National Council met all day 
Wednesday. The General Agents and 
Managers Conference held its sessions, 
including a luncheon on Monday. The 
NALU-LUTC luncheon was Tuesday. 

That evening there was a reception 
given by the Columbus Mutual, Farm 
Bureau, Midland Mutual, and Ohio 
State Life companies, all of Columbus, 
in honor of the board of trustees and 
National Council of NALU. 

Thursday there was a sales congress 
addressed by Stanley C. Collins, Met- 
ropolitan Life, Buffalo, NALU vice- 
president; Grant Taggart, California- 
Western States Life, Cowley, Wyo., 
past president of NALU; A. Jack Nuss- 
baum, Massachusetts Mutual, Milwau- 
kee, NALU secretary, and Mr. Schriver. 


Group Life Extended to 
$7 Million in 1954 


The protection of group life insur- 
ance was extended to more new people 
in 1954 than ever before, according to 
Institute of Life Insurance. The num- 
ber of individual group certificates 
owned by American families increased 
by 7 million last year to 47 million. The 
amount of their group life insurance 
protection rose by $20 billion to nearly 
$100 billion. 

Included in the year’s additions was 
the largest single group ever insured, 
1.7 million U. S. Government em- 
ployes covered, by special act of Con- 
gress, for $6.7 billion of life insurance 
written through 162 legal reserve life 
insurance companies. 

Even without this government-em- 
ploye policy, the 1954 purchases of 
new group life insurance were at an 
all-time high, totaling $7.7 billion. 

About half the country’s work force 
is now covered by group life, averag- 
ing nearly $3,000 per worker, the 
institute said. If the self-employed or 
those in firms employing fewer than 
the minimum requirement for group 
insurance are excluded, it would prob- 
ably be found that between 80 and 
90% of the eligible work force is 
now covered by group policies. On the 
average, the group life coverage is 
about equal to one year’s income. 


Support Conn. FTC Bill 

Strong support of a little fair trade 
commission act has been voiced in 
Connecticut. Former Commissioner 
Ellery Allyn spoke in favor of the bill 
at a hearing before the insurance com- 
mittee of the legislature. The present 
commissioner, Thomas J. Spellacy, 
supported the bill. Others appearing 
for it were spokesmen for Connecticut 
General Life, Aetna Life, Travelers, 
and Life Insurance Assn. of America. 





At GAMC luncheon in Columbus: L. Mortimer Buckley, New England 
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tual, Dallas, GAMC vice-chairman; David B. Fluegelman, Connecticut Mutual, 
New York City, past president of NALU; Ray H. Wertz, Lincoln National, 
Detroit, past chairman of GAMC; Stanley C. Collins, Metropolitan Life, Buffalo, 
NALU vice-president; A. Jack Nussbaum, Massachusetts Mutual, Milwaukee, 
NALLU secretary; and Charles J. Zimmerman, managing director of LIAMA and 


past president of NALU. 





Five More Insurers Cited 
by FTC on Aé&H Advertising 


(CONTINUED FROM PAGE 1) 
more testimony. If he does the for- 
mer, Alvis Layne, counsel of Auto- 
mobile Owners, will elect whether to 
move to dismiss the complaint on ju- 
risdictional and other grounds, or to 
proceed to present the company’s 
case. 

FTC Examiner Laughlin, who heard 
the Bankers Life & Casualty case in 
Chicago and other cases in Washing- 
ton, is expected to have reports on or 
decisions in those cases within a week 
or so. 

In the hearing on Automobile Own- 
ers conducted by FTC examiner Cox 
last week, Maurice Benson, president 
of the company, was examined in de- 
tail by Mr. Sills and his associate, P. 
R. Melangton. 

He testified that his company in 
1953 and 1954 issued about 3,600 of 
one of its policies in Missouri and 38,- 
800 outside the state; 989 of another 
type of policy in Missouri and 63,879 
outside. He did not know the dollar 
volume of the policy, but the premi- 
um on the one was $5 per year, and on 
two others $2 per month each. The 
company received 233 claims under 
one policy, of which 175 were paid. 
Under the second policy 2,358 were 
filed, 1,481 paid, and under the third 
5,373 claims, of which 2,903 were 
paid. 

e e e 

Mr. Benson said he is an attorney 
and has been in insurance 25 years. 
He testified his company does its 
printing and mailing in Chicago, 
though claims are handled in Kansas 
City. The company has no other of- 
fices. It employs about 100 persons. 
A committee of three including him- 
self passes upon certain claims. Auto- 
mobile Owners Assn., of which Mr. 
Benson also is president, is interested 
in promoting safe driving, he testi- 
fied, and it solicits insurance for Au- 
tomobile Owners Safety. 

He testified that the company has 
changed policy forms four times. 
Once it destroyed about 100,000 poli- 
cies because the company had decided 
the contract should contain an anti- 


liquor and anti-narcotic exclusion. He 
indicated on examination that the in- 
surance commissioner of Missouri has 
referred to the insurer complaints re- 
ceived from outside of Missouri. 

Sills put on several witnesses to 
testify as to the impression they 
formed from reading language con- 
taining in exhibits of the company 
as to policy benefits, etc. The witnesses 
included a liquor store manager, a shoe 
store manager, a shopkeeper, and oth- 
ers. 

The examiner ruled against a num- 
ber of the FTC questions on the 
grounds they were hypothetical. He 
remarked in connection with one wit- 
ness that he could not give much 
weight to her testimony. He told her 
to collect her $4 witness fee. At an- 
other point he commented that wit- 
nesses were picked up at random. To 
this Sills responded that his witnesses 
were picked with the same degree of 
random that the insurer’s mailing was 
done. 


Life Companies Hold 
2% of Corporate Stocks 


Purchases of corporate stocks, pre- 
ferred and common, by the country’s 
more than 900 life insurance com- 
panies totaled $545 million in 1954, 
more than twice the total the year 
before and nearly three times the 1952 
purchases, according to Institute of 
Life Insurance. The companies’ net 
increase in stock holdings was $371 
million last year. 

Large as these stock purchases were, 
they appear to have been only a small 
fraction of the aggregate turnover of 
stocks on the country’s security mar- 
kets. In a series of two-day surveys of 
transactions on the New York stock 
exchange over the past two years, it 
was found that at no time did the life 
insurance company pruchases repre- 
sent more than eight-tenths of 1% 
of aggregate shares turned over on the 
market and the ratio was usually be- 
tween three-tenths and five-tenths of 
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Stock holdings of the life companies 
aty the start of this year were $2,710,- 
000,000, of which $1,694,000,000 were 
preferred shares and $1,016,000,000 
common. These stocks represent about 
2% of the aggregate value of all 
shares listed on the market. 








Among the head 
tablers at the 
GAMC _Iuncheon 
in Columb us: 
Robert L. Walker, 
Peninsular Life, 
Orlando, president 
of National Assn. 
of Life Underwrit- 
ers; Judd C. Ben- 
son, Union Cen- 
tral, Cincinnati, 
vice-chairman of 
GAMC; and W. A. 
Sullivan, Metro- 
politan Life, Cin- 
cinnati. 
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NE MAN 
BUSINESSES 


New life insurance policies 


for BUSINESS SECURITY 
at Lower Costs 





If you are the owner of a one-man business 
there are a number of questions which may force 
themselves on you: 


What would your business be worth without you? 
Would it be salable? 


Would it be possible to avoid a forced sale? 


If the answers to these questions are disturbing, 
it might be well to consider how life insurance can be 
applied to eliminate some of your worries. 





= SS Sie an ee eS eS This is an excellent time to look into these questions 
MEMO because under a new streamlined program 
This John Hancock John Hancock is offering exceptionally low-cost 


BUSINESS WEEK - TIME Ask your John Hancock agent or your broker about 
L U.S. NEWS & WORLD REPORT the new low cost Preferred Risk policy. 
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MUTUALJF LIFE INSURANCE COMPANY §sosrTon, MASSACHUSETTS 


DEDICATED TO THE INDEPENDENCE AND 
FREEDOM OF EVERY AMERICAN FAMILY 








Bovuse THE SHORTCUTS—and beware the jobs 
that appear to be shortcuts to success. Flashy starting 
wages are sometimes hard to resist, but watch out—there 
may be a dead end just ahead. 

Good reason to look beyond initial frills to what the 
future holds. Good reason to look to The Union Central 
Life Insurance Company, where the future holds unlimited 
opportunities for men with ambition and ability. From the 
very outset, a career with The Union Central offers job 
security and every assurance for real success—and provides 
you with a choice of Lifetime Income Contract or Guaran- 
teed Renewal Contract. 

A large percentage of The Union Central representatives 
earn $10,000 or more per year. Many earn annual incomes 
in excess of $25,000—and some actually earn more than 
$100,000 a year! Even the new men have an average sale 
better than three times the national average of men in all 


other insurance companies. What’s more, the Company 
extends liberal retirement and pension plans to all repre- 
sentatives. 

In addition, consider The Union Central’s other major 
career benefits. Choice of your own job location. Thorough, 
effective training. Unlimited opportunities for steady ad- 
vancement. Wide variety of research-tested selling aids. 
Job security that does not rely on current business condi- 
tions. And scientific aptitude testing that helps you deter- 
mine if the job is best for you. 

Yes, for a career that has no dead end, look to The 
Union Central—with its policies that take care of every 
life insurance need from birth to age 70. Drop us a line 
and we'll be glad to arrange an interview at one of our 
local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, OHIO 


One of a series of advertisements designed to be of service to men contemplating a life insurance career, appearing in 
magazines and life insurance trade press where men are likely to look for information about companies and job opportunities. 





